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BEMIS & CALL WRENCHES | 


Ready for Duty 


INE times out of ten the chances are that when a cus- 
tomer steps into your store to buy a wrench it is 
because he needs it right away. Now if that customer 

is a mechanic he will want a good wrench and no doubt he 
will know in which make of wrenches he will receive Quality 
Unexcelled, but if that customer is a person unacquainted 
with wrenches it is necessary for you to be sure that you sell 
him a wrench that contains Quality Unexcelled, in order 
that the work, which perhaps is very urgent, will be performed 
without a mishap as far as the wrench is concerned. 


BEMIS & CALL WRENCHES have been made since 1835. 
Through these many years of successful manufacturing ex- 
perience the B & C Trade Mark has always been a guaran- 
tee, representing Quality Unexcelled. 
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Quality Unexcelled are the ‘‘buy’’ words for 


eseae, BEMIS & CALL WRENCHES 


Pipe and Nut Wrench 
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thoroughly modern plant employing only skilled workers and using only the best of 
materials enable BEMIS & CALL to produce wrenches that contain Quality 
Unexcelled. BEMIS & CALL WRENCHES are made in many shapes and styles 


for every kind of work. 
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Are you prepared to serve your customers with wrenches containing Quality Unexcelled? 
Our latest catalog should be in your hands. 


Write for it today 


BEMIS & CALL HARDWARE & TOOL CO. 


SPRINGFIELD, MASSACHUSETTS 


unin i! 


ALPHABETICAL INDEX AND CLASSIFIED LIST ( OF ADVERTISERS. 52 and 53. 
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Ventilation is automatic and sure 


because the smoke pipe passes up through the 
center of the vent pipe, and forces the 
vitiated air out of schoolrooms provided with 
the 


FRONT RANE School 


Heater and Ventilator 


which is so built that simply turning a damper 
makes it take from outdoors all the air com- 
ing into the rooms. This pure, outdoor air 
is heated, humified to exactly the right de- 
gree and then passed into the rooms, chang- 
ing the air in them several times an hour. 







School Boards order 
on sight. No trouble 
at all to sell. 


The FRONTRANE Steel Furnace 


for residences, stores, etc., is “fool proof”; simply yet scien- 
tifically built ; stays in order; burns any fuel and gets more 
heat from it because of its longer fire travel. 


Easiest selling and most satisfactory furnace made. We help 
you sell—first by all sorts of “dealer helps,” then by a National 
Advertising Campaign in which we are spending thousands 
of dollars. 


Don’t you want to join the FRONT RANE CLUB? ¥ 


Write to us today for particulars. 


an 





4058 Forest Park Ave. TRADE MARK 


Haynes-Langenberg Mfg. Co. “Stitsuic’me TRADE Mat on 
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THE NATIONAL Americanization Committee, with 
headquarters in New York City, 
work for manufacturing interests of our 
country. In the face of insistent repeti- 
tion of the assertion that our shops and 
factories are suffering from a shortage 
of labor, the Man-Power Engineering Service of this 
Committee boldly declares that the chief problem 
pressing for immediate solution in industrial America 
is not how to augment its supply of labor. On the 
contrary, it is how to use the existing labor-power. A 
survey of prevailing conditions in the labor market 
discloses the fact that we are lamentably deficient in 
that intelligent co-ordination of forces which would 
merge the seasonal employment and the idle seasons 
indus- 


is doing a needed 


Problem 
of Labor. 


of one industry into the busy seasons of other 
tries in such a manner as to maintain a reasonable 
continuity of work. 

It is a known fact that there are thousands of em- 
ployers making use of employing agencies and spend- 
ing fortunes advertising for workmen. In one auto- 
mobile manufacturing town there is to be seen a well- 
worn path made by the feet of workmen who go from 
one plant to another, often with no improvement of 
shop conditions or wages, then back again. A certain 
plant holding very important war contracts hired two 
hundred and fifty new men every week during July 
in order to maintain the average of 2,400 employes. 
Figured on the basis of a yearly total, this amounts 
to the discouraging number of thirteen thousand new 
men hired during twelve months. 

The National Americanization Committee calls at- 
tention to the deplorable effects of misapplied philan- 
thropy in the field of employment. It is not only the 
private fee agencies and individual employers but hun- 
dreds of philanthropic agencies who render the con- 
fusion worse confounded. There is still much loose 
talk about interfering with the laborer’s right to 
change and move from place to place. The precise 
facts are, however, that at least fifty per cent of the 
actual shifting of location is traceable to the artificial 
stimulation by agents seeking men through advertise- 
ments, by private, fee-seeking institutions, and by lack 
of standardization both in rates of wages and of op- 
portunities, or from causes which have no bearing 
whatever upon the free exercise of the individual's 
freedom of choice. 

The pressure of war necessities is certain to force 
some sort of an organization of the labor market, as 
has been the case in England. The present English 
regulations forbid the soliciting of employes by em- 


ployers otherwise than by notifying vacancies to the 
some indications 
into effect in this 


government exchanges. There are 
that this system is about to come 
country, if the initiative of our employers does not 
bring a solution into operation without much further 
delay. Working through their various organizations, 
American manufacturers and other employers can put 
an end to the solicitation of workmen. Moreover, by 
the right kind of co-operation they can establish cen- 
tral employment offices and do much toward bringing 
into effect industrial justice based upon sound prin- 
‘or the accomplishment of these 
the elimination of 
If some 
such an intelligent system were in operation, for ex 
ample, in the city of New York, there would not be 
consequent upon the 


ciples of democracy. 


ends, the foremost necessity is 


wastes of labor-time and productive capacity. 


the enormous economic losses 


idleness of thirty or forty thousand garment workers. 
These New York garment workers have recently lost 
on an average a hundred days apiece. At a conserva 
tive estimate, this means that they have been deprived 
of at least six million dollars in wages. Working in 
factories with power machines, their labor would have 
added fifteen million dollars to the value of the mer 
chandise. 

is calculated by sociologists that 
workers have been supported by 


Furthermore, it 
two-thirds of these 
others during their enforced idleness at a cost of ap- 
The remaining one- 
their scanty 


proximately three million dollars. 
third have in the meantime consumed 
earnings. Idleness of this sort costs far more than the 
wages lost. The time can never be regained. The 
things which might have been produced have left the 
A little exercise of the 
untoward 


world that much the poorer. 


will show a long series of 


fact of unem 


imagination 
consequences flowing from the single 
ployment. Our efficiency as a nation, not only indus 
trially, but intellectually and ethically, 
tially upon the use of all our resources for the good of 
the people. It is high time, therefore, that we develop 
and apply a science of man-engineering to the end that 
labor-power be no longer squandered and the disgrace 


depends essen- 


of poverty be wiped out. 








Tue Last formidable obstruction to the adoption of 
Daylight-Saving legislation in this country has disap 
Government’s taking 


peared with the 


over the operation of the railroads. 
When the bill for daylight saving was 
before Congress last year its enactment 


into law was blocked by the powerful opposition of 


Save the 
Daylight. 
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the transportation interests. That opposition was logi- 
cally grounded upon the objection that the bill, if 
made operative, would upset railroad schedules and 
impose an unreasonable burden of extra expenditures 
upon the roads, necessitating a revision of all their 
time cards and immense descriptive literature, 

Now, however, it is the general opinion that the 
daylight-saving law would be of considerable assist- 
ance in helping the administration of the unified rail- 
roads. It would result in a great saving of many mil- 
lions of dollars in light and fuel—a most pressing 
necessity in our present circumstances. President 
Wilson is recorded as being convinced that this mea- 
sure would also have a beneficial effect in stimulating 
food production by giving more daylight in the eve- 
nings to the people during which to cultivate back 
yard gardens. It has already been pointed out by 
advocates of the bill that in England, [rance, Italy, 
Germany, and Austria-Hungary, in which countries 
the daylight-saving measure has been in effect for 
varying periods, there has been a noticeable decrease 
in the number of industrial accidents. One of the 
clearest and most intelligible explanations of the day- 
light-saving measure is that given on page 26 of the 
December 1, 1917, issue of AMERICAN ARTISAN 
\Np HakpWArReE Recorp by Robert Garland, president 
of Garland Nut & Rivet Company of Pittsburgh, 
Pennsylvania. Mr. Garland is chairman of the Day- 
light-Saving Committee of the Chamber of Commerce 
of the United States. 

He says that “daylight-saving, in a nutshell, is to 
put the hands of the clock forward one hour simulta- 
neously throughout the country in the different time 
zones, this to be accomplished by the act of Congress. 
Thus, while the working hours are, for example, from 
eight to five, under this principle one would still go 
to work at eight by the clock (seven o’clock sun time) 
and would quit at five by the clock (four o’clock sun 
time). Those who work until six p. m. would still 
quit at six by the clock, but at five by the sun. The 
advantage is that one more hour of daylight would be 
enjoyed.” 

Ten million dollars is the estimate of saving in light 
and fuel for one year under the daylight-saving scheme 
Proportionately a much higher economy 
In addi- 


in Irance. 
will result from its adoption in this country. 
tion to the actual gain in dollars and cents, there would 
be an incalculable gain in the more important wealth 
of our nation, namely, the health and happiness of our 
Sunlight is the great Healer and a Joy-dis- 
penser. Mr. Garland has shown that “one of the most 
effective steps that can be taken toward ‘Preparedness,’ 
which is the order of the day and which must not be 
ignored, is to take back one additional hour of daylight 
that we have foolishly given away for many years 
An additional hour 


pec )} le. 


past by being ‘slaves to the clock.’ 
before sunset for outdoor pursuits would unques- 
tionably improve the health of the people and stimu- 
late their interest in civic affairs.” 

The Daylight-Saving Bill is now pending in the 
[louse Committee on Interstate and Foreign Com- 
merce. It passed the Senate last June. Its friends 
are working hard for its early passage in both Houses 
of Congress so that the law may become effective as 
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soon as possible, not later, at any rate, than the open- 
ing days of Spring. Hardware dealers, heating and 
ventilating installers, sheet metal contractors, and men 
in allied industries can do much to bring about the 
speedy enactment of this legislation by writing to their 
respective Congressmen at Washington, D. C., and 
insisting that the Daylight-Saving Bill be made a law 
without further delay. This much needed legislation 
will prove advantageous not only in helping the car- 
rying out of our war program but also in bettering the 
industrial life of our Republic. 








Tue NEED for making the utmost use of every re- 
source of our nation is urged by the National Asso- 
ciation of Credit Men as an argument 
against the carrying of a lerge number of 
open accounts which results in‘an ex- 
pensive waste that ought not to be per- 
mitted under present conditions. 

In the opinion of the Association, prompt settle- 
ments should be expected and asked for where they 
The merchants who are 


Wasteful 
Credits. 


are not made voluntarily. 
slow by habit or custom should be pulled up and 
shown that they cannot expect credit favors unless 
they arrange to take proper and reasonable care of 
their accounts. The merchant disposed to be a little 
shrewd in his practices, taking advantage of unearned 
discounts, returning merchandise freely, or doing those 
little tricks which add to the burdens of the credit man, 
it is felt should be shown without hesitation that the 
days for the indulgence of these practices are past, 
and that, if he expects the best in treatment and prices, 
he must give his best. 

This is no time for the credit man to be flabby in 
his treatment of accounts, to be a jellyfish in the hands 
of his debtors. Rather he must remember that pru- 
dence, skill, and fearlessness can do a world of good 
in credits generally, and put his own house in a posi- 
tion that will make it solid, no matter what may hap- 
pen, and give it ability to contribute its part to the 
National defense. 








Tus 1s a busy and complex world in which we live. 
People, as a rule, have little time to waste strolling 
about looking for a hardware store in 
which to buy some needed article. They 
are accustomed to hasten their steps to- 
ward the shop whose owner has attracted 


Don’t Wait 
for Trade. 


their attention in advance by advertising his wares. 
The very fact of advertising subtly conveys the im- 
pression that the store is modern, well-stocked, and 
conducted along lines of quality and service. 

Do not, therefore, allow yourself to be misled by 
the specious proverb that all things come to him who 
That may have been true in days of the 
But, most 
The 


waits. 
pioneer merchant who had no competitors. 
emphatically, it is not true of our day and time. 
dealer who does not keep his store constantly before 
the public by means of window exhibits in conjunction 
with newspaper and other forms of local advertising 
is occupying space and paying rent or taxes to little 
purpose. 

If there is one fact which is established beyond all 
further possibility of contradiction it is that business 
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follows advertising. This is necessarily so for the 
plain reason that people are not mind-readers or adepts 
in the mysteries of telepathy. If you have something 
to sell, you must tell them about it. If you have spe- 
cial arguments in favor of your store and methods of 
service, don’t experiment with mental telegraphy. 
Speak out in simple, everyday English. Advertise 
your argument. Explain your service. Don’t wait 
for trade. Go after it. Bring it to your store. 








NOTES AND SKETCHES. 


BY SIDNEY ARNOLD 


RANDOM 








A man in Nebraska advocates killing off all the dogs 
in America. He says that they produce nothing in the 
form of values. I suppose that his idea of production 
is bounded on the north, east, south, and west only by 
things which can be weighed and measured physically. 
Love and friendliness are not marketable commodities 
when they shine in the eyes of a dog. The Nebraska 
fellow has no more conception of our universal kin- 
ship than a Hottentot has of chemistry. I should like 
to get him to read the famous eulogy of the dog, de- 
livered by the late Senator Vest in a Missouri court 
of justice. Here it is: 

“A man’s dog stands by him in prosperity and in 
poverty, in health and in sickness. He will sleep on 
the cold ground, where the wintry winds blow and 
the snow drives fiercely, if only he can be near his 
master’s side. He will kiss the hand that has no food 
to offer; he will lick the wounds and sores that come 
in encounter with the roughness of the world. He 
guards the sleep of his pauper master as if he were 
a prince. When all other friends desert, he remains. 
When riches take wings and reputation falls to pieces, 
he is as constant in his love as the sun in its journey 
through the heavens. If fortune drives the master 
forth an outcast in the world, friendless and homeless, 
the faithful dog asks no higher privilege than that of 
accompanying .him to guard against danger, to fight 
against his enemies, and when the last scene of all 
comes and death takes the master in its embrace and 
his body is laid away in the cold ground, no matter if 
all other friends pursue their way, there by his grave- 
side will the noble dog be found, his head between his 
paws, his eyes sad, but open in alert watchfulness, 
faithful and true, even to death.” 

* * « 

To a much larger extent than we think possible we 
have the power to fashion our own environment. We 
may make its dominant influence one of happiness or 
of gloom. The choice rests with us. By deliberately 
cultivating the habit of avoiding all unnecessary con- 
tact with the sordid things of life we can fill our days 
with pleasant thoughts and healing delights. The na- 
tion needs to preserve its heritage of joys as a pro- 
tection against the forces that seek the destruction of 
democracy. 

* x *« 

Genial, merry-hearted Bill Hawkins of the New 
York office of the Columbian Rope Company was a 
druggist in former years. Hence it is quite natural 
that, once in a while, he should tell me a story that 
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harks back to the old days. When I was in New 
York last week, he regaled me with this delectable bit 
of humor: 

“Have you taken anything for your complaint?” 
asked the doctor of a long, lank, hungry looking man 
who came to him, complaining of being “all run 
down,” his appearance verifying his words. 

“Well, I ain’t been taking much of anything, doc— 
that is, nothing to speak of. I tuk a couple o’ bottles 
o’ Pinkham’s bitters a while back, an’ a bottle of 
Quackham’s invigorator, with a couple o’ boxes o’ 
Curem’s pills, and a lot o’ quinine, and some dandelion 
tea my old woman made. I’ve got a mustard plaster 
on my back, an’ a liver pad on, an’ I’m wearing an’ 
‘lectric belt, an’ takin’ codliver oil four times a day, 
with a dose or two of ginger ev’ry other day ; ’cepting 
for that I ain’t takin’ nothin’.” 

* K *K 

John S. Sanders of the Old Guard asks me to notify 
his numerous friends that he has moved from 61 
Cypress Street, Phoenix, Arizona, to 6516 Sunset 
Boulevard, Lost Angeles, California. We all unite 
in wishing him health and happiness in his new home. 

2 * * 

Day in and day out we read in the papers of the 
numerous squalls and tempests and storms and 
sou’westers on the sea of matrimonial happiness. I 
am far from being an authority on the subject, and I 
would not for a moment presume to give advice on 
this weighty question, but it often appears that a little 
thoughtfulness, a little introspection, a little consid- 
eration for the feelings of others would serve to drive 
away the black clouds of discord and dissension, leav- 
ing a smooth and placid sea whereon happiness sails 
unhindered. The reasons for marital (just think how 
it simulates “martial’’) disagreement are often so triv- 
ial that they remind one of a story I heard recently 
about two newlyweds: 

Grace (sobbing )—You don't love me! 
don’t. 


I know you 


George—Why, darling, what makes you say that? 

Grace—Because you're not jealous. Maude Mullins 
has been married nearly a year, and her husband's so 
jealous he has shot her twice and tried to kill himself 


three times. 


4 # * 


Certain heritages the world has which are the prop- 
erty of all humanity. They brighten our lives, if we 
but take the trouble to enter into the possession of 


them. I count among the most precious treasures of 


these common heritages the enriching thought of 
James,Whitcomb Riley that 
A Good Man Never Dies. 


A good man never dies— 
In worthy deed and prayer 
And helpful hands and honest eyes, 
If smiles and tears be there; 
Who lives for you and me— 
Lives for the world; he tries 
To help; he lives eternally, 
4 good man never dies, 
Who lives to bravely take 
His share of toil and stress, 
And for the weaker fellow’s 
Make every burden less— 
He may at last seem worn, 
Lie fallen, hands and eyes 
Folded—yet, though we mourn and mourn, 
A good man never dies. 


sake 
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UP TO THE MINUTE 
NEWS SIFTINGS 








CHICAGO STOVE SALES CLUB MEETS 
AGAIN IN FEBRUARY. 


The second Wednesday of February, whicli falls on 
the 13th of the month, has been decided upon for the 
next meeting of the Chicago Stove Sales Club. Defi- 
nite reservations have been made at the Hardware 
Club of Chicago for this meeting, which is to be com- 
bined with a dinner for the members. The principal 
speaker of the evening will be Richard Moreno, editor 
AMERICAN ARTISAN AND HARDWARE REcorD, who will 
deal with the subject of organization and the necessity 
for understanding the principles upon which organiza- 
tion must be based to be successful. 


a 
> 


STQVE MANUFACTURING COMPANY SENDS 
OUT ARTISTIC CALENDAR. 





Unusually beautiful and distinctive is the artistic 
calendar sent out to the trade by The H. Wetter Man- 
ufacturing Company of Pittsburg, Tennessee. Upon 
a mottled green mat of heavy cardboard, about 20x13 
inches, is a figure of a woman gazing toward the sun- 
set. Her face is illumined with the warm lustre of 
the declining sun and the on-creeping twilight makes 
a soft background. This is the sort of a calendar 
which would be an ornament to anyone’s office. 


_ 
oo 


STOVE COMPANY ELECTS OFFICERS. 





The following directors were re-elected January 
15th at the stockholders’ meeting of the Bridge & 
Beach Manufacturing Company, makers of stoves and 
ranges, of St. Louis, Missouri: Hudson E. Bridge, 
Leo H. Booch, Henry C. Hoener, John F. Shepley, 
Louis H. Riecke, Laurence D. Bridge and George 
Leighton Bridge. A meeting of the Board of Directors 
was then held at which these officers were elected: 
Hudson E. Bridge, President and Treasurer; Leo H. 
Booch, Vice-President and Manager; Henry C. 
Hoener, Vice-President; Louis H. Riecke, Secretary ; 
A. F, Gammeter, Assistant Treasurer, and George 
Leighton Bridge, Assistant Secretary. The company 
has had a prosperous year and the outlook for future 
business is encouraging. 

LARGE DISPLAY FOLDER=HANGER ACTS AS 
MAGNET ON TRADE. 








No store owner will attempt to deny the great value 
No one will say 
Every 


in an attractive display of wares. 
that such advertising does not net returns. 
storekeeper strives to show in his windows as many 
articles as he can, in order to draw the attention of 


prospective buyers. However, due to lack of space, 


it is practically impossible to set forth every single 
article at one time. It is often the case that many 
important articles are left out. The buyer is thus 
wrongly led to believe that the store does not handle 
these things. This is especially true in the case of 
stores handling such articles as fireplace fixtures and 
the like. Many firms do not have room to keep an 
assortment of fireplace fixtures on display all the time, 
even during the best season. People entering these 
stores for other purchases would also be interested in 
fireplace fixtures if they knew that the firms handled 
them. The Stover Manufacturing and Engine Com- 
pany of Freeport, Illinois, has devised a clever scheme 
of bringing such goods before the public notice. This 
scheme takes the form of a large display Folder- 
Hanger which, when opened, shows an attractive lay- 
out of what is claimed to be the best line of goods of 
its kind on the market. The folder is designed to be 
hung up in the show window or other suitable place 
to attract the customer's attention to the fact that the 
dealer handles the material depicted thereon. It is 
said to be a veritable magnet in drawing trade. Stover 
fixtures are declared to be very popular because of 
their newness of designs and excellent workmanship. 
A catalog giving latest details as to sizes, weights, and 
prices will be sent by the company on request. 
. -o- 
VOICES A PROTEST IN BEHALF OF 
TRAVELING SALESMEN. 


Long experience with trouble in almost every known 
form has made the tribe of traveling salesmen the 
most patient, tolerant, and good-natured folk in the 
world. The opposite effect would seem to be a more 
logical consequence of such experience. But, fortun- 
ately, it is not. Therefore, when a traveling salesman 
enters a protest in behalf of his fellow salesmen of the 
road, there must be good reason back of it. That is 
why the following letter is published here: 

To AMERICAN ARTISAN AND HARDWARE RECORD: 

Increasing passenger rates to eliminate pleasure 
travel will, to a great extent, eliminate the commercial 
traveler. Then what? 

If “business as usual” is to go on (and it must to 
pay the war expenses) the merchants must continue to 
sell goods. To sell, he must buy, and in one of two 
ways. He must go to the market or the market must 
go to him. The commercial traveler in one trip from 
Chicago to Kansas sells to a hundred merchants. Elim- 
inate him and a hundred merchants will go from 
Kansas to Chicago. One hundred men will lose several 
days’ time and one hundred railway fares will be 
added to the retail selling expense. Another boost, 
consequently, for the high cost of living. 

TRAVELING SALESMAN. 

Indianapolis, Indiana, January 10, 1918. 








January 19, 1918. 


EEE 
OBITUARY. 


Charles Walter Goodnough. 

A lovable character, who combined the finest qual- 
ities of a business man with the most engaging per- 
sonal traits, passed into the Great Beyond with the 
death of Charles Walter Goodnough, January 12th, at 
his residence, 86 North Harrison Avenue, in Bellevue, 
a suburb of Pittsburgh, Pennsylvania. 

He was born in Bellevue, September 24, 1859, where 
he received his education. On leaving school, he was 
appointed assistant clerk of the United States District 
Court under the late Stephen C. McCandless. Some 
years later he was made secretary to the postmaster of 
Pittsburgh. He resigned this post to become general 
manager of the Union Passenger Railway Company. 

When the Union line was consolidated with the 
Manchester line, he withdrew from his office of gen- 





Charlies Walter Goodnough. 


eral manager and entered the stove business. He was 
identified with the stove industry for twenty-five years 
and numbered among his friends some of the most 
prominent men in that branch of commerce. 

He was a member of the Bellevue United Presby- 
terian Church, Sons of the American Revolution, past 
president of the Travelers’ Protective Association of 
Pittsburgh, and member of the Commercial Club. He 
is survived by his wife, Mary Alma Kerr Goodnough, 
four daughters, namely, Mrs. John S. Littell, Mrs. 
Robert G. Gunn, the Misses Jean Kerr and Grace 
Elizabeth Goodnough, and two sons, Charles Walter 
Goodnough, Jr., in the 107th Artillery now at Camp 
Hancock, Georgia, and Stephen McCandless Good- 
nough in the Aviation Section of the Signal Corps, 
now temporarily located at Camp Grant, Illinois. 

-*- 
Nathan B. Dozier. 

A long life of usefulness and exemplary fidelity to 
duty terminated with the death in Franklin, Tennessee, 
January 10, 1918, of Nathan B. Dozier, vice-president 
and, director of the Wrought Iron Range Company, 
St. Louis, Missouri. The deceased distinguished him- 
self during the Civil War as a soldier in the ranks of 
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the Confederacy. Soon after the close of that war, 
he came to St. Louis and identified himself with H. H., 
L. L., and W. W. Culver, who were then in the stove 
business. He remained in the service of the concern 
after it was incorporated as the Wrought Iron Range 
Company in 1880, and afterward became an official 
of the firm. He organized the Southern States selling 
force of the Wrought Iron Range Company for which 
he maintained headquarters in Nashville, Tennessee. 
He was seventy-two years of age at the time of his 
death. He is survived by a widow and five children. 
His ability as a salesman and executive was due not 
only to his natural talents along these lines, but also, 
in a large measure, to the magnetism of his character. 
His passing away is keenly regretted by hosts of 
friends and acquaintances. 
John Booth. 

One of the oldest residents of Chicago in point of 
time passed away when John Booth died in his home, 
2148 Cleveland avenue at the advanced age of 84 years. 
He was born in Manchester, England, and came to 
Chicago in 1856, and was for many years engaged in 
the manufacture of iron and wire. He is survived by 
his widow, Mrs. Louise Ford Booth; a son, Edwin 
Booth, and six daughters, namely, Charlotte Booth, 
Mrs. Mary Hansbrough, Mrs. Isabel I}. Gavin, Mrs. 
R. A. Mrs. S. D. Mrs. Daniel 


Huguenim, 


Dennell, Herr, and 
BERT 
SERVICE IS MOST IMPORTANT. 


The old days of addition, division, and silence, of 
self-centered ignorance of, and sometimes indifference 
to, the other fellow’s interests and point of view, have 
no place in the modern scheme of business, and grad 
ually the consciousness has come over us that the only 
achievement really worth while is that which is won 
through serving another.—FIrances [1. Sisson. 
oo - 


OBTAINS PATENT FOR BURNER. 


Lee S. Chadwick, East Cleveland, Ohio, assignor 
to The Cleveland Metal Products Company, Cleveland, 
Ohio, has procured United States patent rights, under 
number 1,251,638, for an oil burner described in the 


following : 


In a burner of the 
character described, the 
combination of outer 
and inner wick tubes, a 
wick therebetween, a 
spreader plate extend 
ing in operative rela 
tion to the top ot the 
wick, a second spread 
er plate above the first 
mentioned spreader 
plate and forming 
therewith 4 passage 











wav for supplying air 
to the space above the 
top of the wick, the 
second = spreader plate 
being provided’ with 


openings between the central and peripheral portions thereof, 
some of said openings being formed by providing tongues or 
prongs projecting downwardly from the second spreader 
plate and arranged with their webs substantially radial and 
adapted to engage the first mentioned spreader plate thereby 
to preserve a substantially uniform width of passageway be- 
tween the peripheral or discharge portions thereof without 
materially obstructing the flow of air to such portions 
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AMERICAN ARTISAN AND HARDWARE RECORD 
is the only publication containing western 
hardware and metal prices corrected weck’y. 
You will find these on pages 46 tc 51 inclusive. 











The Kirk and Allen Company at Jamestown, deal- 
ers in hardware and implements, have been incorpo- 
rated with a capital stock of $10,000 by Henry B. 
Allen, Paul N. Allen and George B. Blade. 

To manufacture. anti-skid devices and truck chains 
the Ogden Manufacturing Company has been in- 
corporated at Ogden, Iowa, with a capital of $10,000. 
The incorporators are Orson Peterson, O. Nelson and 
O. M. Needham. 


PREPARES FOR TWENTY=FOURTH ANNUAL 
CONVENTION OF NEW ENGLAND 
HARDWARE DEALERS. 








A vigorous campaign is under way for the purpose 
of inducing a _ record-breaking attendance at the 
Twenty-fourth Annual Convention of the New Eng- 
land Hardware Dealers’ Association which is to take 
place February 20, 21, 22, 1918, in Mechanics’ Build- 
ing, Boston, Massachusetts. It is confidently expected 
that the February sessions of this year will exceed in 
numbers and enthusiasm any former gathering of the 
Association. The abnormal conditions of the trade, 
consequent upon our participation in great world war, 
have brought to the front an entirely new series of 
merchandizing problems. These will receive careful 
and thorough treatment during the thrée days of the 
Convention. 

Competent speakers will discuss the various phases 
of retailing, with particular reference to the territory 
covered by the New England Hardware Dealers’ Asso- 
ciation. The diligent and hard-working secretary of 
the organization, George A. Fiel, of Boston, is leaving 
no effort untried to deepen the interest and enhance 
the value of the forthcoming convention. Information 
regarding hotel rates and accommodations for the dele- 
gates is being tabulated and made available for 
prospective visitors and members. 





HARDWARE CLUB OF CHICAGO GIVES 
PATRIOTIC INVITATION. 


Prompted by a desire to show its patriotic appre- 
ciation of the men who are in the military service of 
the United States from the ranks of the hardware in- 
dustry, the Hardware Club of Chicago announces the 
throwing open of its club rooms to all hardware men 
and their sons and relatives who are serving in our 
army and navy. They are invited to make full use of 
the facilities of the Club whenever they are in Chi- 
cago or whenever they have any appreciable length of 
time to spend between trains when passing through 


the city. The officers and members of the Club want 
them to understand that this is not merely a formal 
invitation. It comes from the heart. It means that 
everyone in any branch of the National military service 
who has been connected with the hardware industry 
is urgently invited to make the Hardware Club of Chi- 
cago his headquarters whenever he happens to be on 
furlough in Chicago, to have his mail directed in care 
of the Club, to make appointments to meet his friends 
there, to arrange for any luncheons or parties which 
he may desire, and, in general to avail himself of the 
conveniences of the Club with the same freedom as if 


he were a member thereof. 
~*e- 


ARRANGES CONVENTION THEATER PARTY. 





A theater party has been arranged for the members 
and visitors of the Illinois Retail Hardware Associa- 
tion Convention by Allen J. Coleman, manufacturer of 
hardware specialties, who is acting on the Entertain- 
ment Committee of that organization. The party 
is to be entertained at a theater in Chicago the even- 
ing of Thursday, February 21, 1918, the concluding 
day of the Convention which begins February 19, 1918. 


e+ 


SAYS AMERICAN ARTISAN IS A NECESSITY. 





To AMERICAN ARTISAN AND HARDWARE ReEcorpD: 
In renewing my subscription to your valuable paper 
[ cannot let the opportunity pass of expressing my sat- 
isfaction. | have been a reader of AMERICAN ARTISAN 
for quite a number of years and I cannot see my way 
to get along without it. 
Yours truly, 
E. SCHWENDIMAN. 
Manager Sugar City Hardware & Lumber Co. 
Sugar City, Idaho, January 12, 1918. 


“*e- 


PATENTS A DRIVING MECHANISM FOR 
WASHING MACHINE. 





Under number 1,251,854, United States patent rights 
have been granted to Alpheus W. Altorfer, Roanoke, 
Illinois, assignor to the Power Washing Machine Com- 
pany of Peoria, Illinois, for a driving mechanism, 


described in the following: 


In a device of the 
character described, in 
combination, a frame, 
a wringer, a support 
for said wringer mov- 
able to two or more 
predetermined posi- 
tions in which posi- 
tions said support will 
be stationary, a driv- 
ing means, connections between said driving means and said 
support, adapted to move said support to said predetermined 
stationary positions, said connections arranged to operate 
said wringer when said support is in its predetermined sta- 
tionary positions, and means for reversing the direction of 
movement of said wringer is desired. 
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EXHIBITS INAMERICAN ARTISAN 
| WINDOW DISPLAY CONTES T 








ARTIFICIAL SNOW GIVES WINTER TOUCH 
TO HOLIDAY WINDOW DISPLAY. 


A distinct impression of Winter is given us when 
we look at the handsome holiday window display of 
clocks, cameras, razors, mirrors and other articles 
shown in the accompanying illustration. This exhibit 
was arranged by Walter J. Smith for the Odell Hard- 
ware Company, Greensboro, North Carolina, and re- 
ceived Honorable Mention in AMERICAN ARTISAN 
AND HarpwareE Recorp Window Display Compe- 
tition. 











The description submitted with the photograph is 
essentially as follows: 

The background was made up in three panel form 
from beaver board painted white and then covered 
with artificial snow, except for the center, which was 
a five by six foot canvas depicting a winter scene. 
The columns on either side of the picture were seven 
feet high and the end ones were six and one-half. 
The panels at the sides were six feet high and four 
feet wide. 

The center of each end panel carried an arti- 
ficial wreath draped with green roping, and the back- 














Holiday Window Display Awarded Honorable Mention In AMERICAN ARTISAN AND HARDWARE RECORD Window Display 


Competit on. 


The central display was made of cameras and photo 
albums; at one end were razors and shaving outfits, 
and at the opposite end a display of clocks and a piano 
lamp in the corner. 

Over the entire display was sifted artificial snow 
which glistened like the real article and gave the whole 
window the appearance of just having been struck 
by a light snow storm. 

Around the outer edge of the display was placed 
an electric track with a station shown in the right hand 
corner, over which was run a miniature electric train. 

This display was made in a window twenty feet 
at the rear, eight feet deep, and fourteen feet wide 
at the front. The black cloth at the rear of window 
was placed so as to prevent reflections from the win- 
dow lights at the front. 

The beauty of the exhibit was 
bringing many customers to the store and there was 
a noticeable increase in the sale of the lines displayed. 


instrumental in 


Arranged by Walter J. Smith for the Odell Hardware Company, Greensboro, North Carolina. 


ground was draped with green fibre roping about one 
inch thick. 

The floor was made pure white with white paper, 
over which was placed white cheese cloth; likewise the 
central pedestal or display stand was covered with a 
sheet and draped with cheese cloth. 

The pedestals and display stands on either side of 
the center were draped with red silk velour. 

oo 


WINDOW DISPLAYS PAY DIVIDENDS. 


You never know how many new customers a win- 


dow display may bring to your store. A display which 
creates only a few immediate sales may sell the goods 
months later. Hence every display should be done 
justice. 
oon 
It costs you money to let your store get behind the 
times in either equipment or methods. The best trade 


will inevitably go to the most modern store. 
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American Hardware Manufacturers’ Association 


Holds Great War Convention. 








Inspired by an unselfish zeal for the interests of 
our country in the titanic world-struggle for de- 
mocracy, hardware manufacturers from all parts of 
America gathered in a great War Convention Thurs- 
day, January 17th, at the Hotel Biltmore, New York 
City. They met to consider the plan submitted by the 
as to how best the Hard- 
ware Manufacturers can assist the Government and 
how the Government can assist the Manufacturers. 
After listening to a statement of the proposition from 
C. W. Asbury, President of the American Hard- 
ware Manufacturers’ and Fayette R. 
Plumb, A. W. Stanley, and Frank Baackes, who com- 
pose the War Service Committee, it was decided to 


War Service Committee 


Association, 


adopt their plan and delegates were appointed to rep- 
resent the different sections. 

It was explained that a great many articles em- 
bodied in this list prepared, which was published in 
full on pages 29 and 30 of last week's issue of 
AMERICAN ARTISAN AND HARDWARE ReEcorpb, did not 
comprise — strictly but 
made by members of the Hardware Manufacturers’ 


hardware, comprised goods 


Association, hence were included, and it was further 
explained that a great many manufacturers present 
were not members of the organization, but were in- 
vited so that all the manufacturers would be included. 

A powerfully inspiring and patriotic speeceh in sup- 
port of the general plan was made by Frank Baackes 
of the American Steel and Wire Company. Those 
who had the good fortune to hear him at the conven- 
tion in Houston, Texas, last April can readily imagine 
the fervor and earnestness with which he addressed 
this War Convention in New York City. 

Fayette R. Plumb of Fayette R. Plumb, Incorpo- 
rated, Philadelphia, Pennsylvania, was entrusted with 
the task of explaining the plan of organization sub- 
mitted by the War Service Committee of the Ameri- 
can Hardware Manufacturers’ Association. As chair- 
man of this committee he spoke with authority in so 
concise and illuminating a manner that his speech is 
herewith reproduced in full: 


Explanation of Hardware Manufacturers’ Organization 


for War Service. 
By Fayette R. Plumb. 

The present purciiasing system of the Government by 
which the various depertments purchase independently of 
each other from individual manufacturers has resulted in 
certain manufacturers being overloaded with Government 
business (while others have received little, if any) in con- 
gestion of business in certain localities and in confusion 
among manufacturers who have frequently been requested 
to bid at the same time on inquiries from several departments 
which require the same productive equipment. Such a sys- 
tem if continued will result in extensions to certain plants 
and the building of other plants which will cause ouver-pro- 
duction disastrous to the industries involved after the war 
and the closing down during the war of other plants for 
lack of work whose facilities might be adapted to war pro- 
duction. 

This situation has brought about a strong movement for 
the co-ordination of the Government purchasing agencies. 
This work the War Industries Board is attempting to do. 
The various departments of the Government may continue 





to buy from individual manufacturers so long as they can 
supply their wants satisfactorily in this way, but when the 
needs of all the departments combined for any article grow 
too great they will turn to organized industry for their sup- 


ply. The need for many articles has already grown so great 
that a clearance committee of the War Industries Board has 
been appointed to hold daily meetings which the representa- 
tives of all the various Government purchasing departments 
attend. The War Department, for instance, has recently 
provided for a procurement officer for each of the five sub- 
divisions, Quartermaster, Ordnance, Medical, Signal Corps 
and Engineering. These procurement officers are all re- 
sponsible to Cul. Pierce of the War Industries Board. He, 
with a representative of the navy, the Shipping Board and 
Allied Purchasing Board, meets daily with the clearance 
committee of the War lidustries Board to settle upon the 
general wants of all those interested. 

To make the organization clear we must understand that 
the Council of National Defense, composed of 

Secretary 9f War, Newton D. Baker, Chairman; 

Secretary of the Navy, Josephus Daniels; 

Secretary of the Interior, Franklin K. Lane: 

Secretary of Agriculture, David F. Housten; 

Secretary of Commerce, William C. Redfield; 

Secretary of Labor, William B. Wilson; 

Walter S. Gifford, Director, 
appointed the War Industries 

Daniel Willard, Chairman: 

Col. Palmer E. Pierce, representing the army; 

Rear Admiral Frank F. Fletcher, representing the navy; 

Robert S. Lovett, representing »riorities ; 

Bernard M. Baruch, representing raw materials; 

Robert S. Brookings, representing finished products; 

Hlueh Frayne, representing labor. 

Mr. George E. Chatillon has been appointed by the War 
Industrics Board head of the hardware section under Mr. 
Brookings, commissioner of all finished products. Mr. Cha- 
iillon, therefore, represents this department of the Govern- 
ment in dealing with the hardware industry. Mr. Chatillon 
also advises in regar to the issuance of priority orders af- 
fecting the hardware industry. 

it is the opinion of the Council of National Defense that 
such co-ordination of the purchasing facilities of the Gov- 
ernment as may be effected will not be sufficient without the 
organization of industry to deal with the requirements of 
the Government throuzih whole industries rather than through 
individuals. 

The Council of National Defense has therefore asked 
each industry to organize. Mr. Gifford, Director of the 
Council of National Defense, wrote a letter to the Cham- 
ber of Commerce of the United States in which he made 
the following statements: 

“We feel that the establishment of representative com- 
mittees formed in such manner as to entitle them to speak 
for their entire industries will render immediately available, 
valuable sources of information upon which the Government 
may draw in connection with the business and industrial 
problems attendant upon the conduct of the war. It is 
most desirable that representative committees of the indus- 
tries be formed by the industries themselves at the earliest 
possible moment.” 

It can be seen, therefore, that just as the Council of 
National Defense has formed the War Industries Board as 
one of the agencies to represent the government, it now asks 
industries to form their own boards to represent them, 

The War Service Committee and the President of the 
American Hardware Manufacturers’ Association have taken 
up the task of organizing the hardware industry. We have 
consulted with Secretary Baker, Director Gifford, Mr. Brook- 
ings, Mr. Chatillon and Mr. Catchings, Chairman of the 
War Committee of the Chamber of Commerce of the United 
States. We now have a plan of organization which we wish 
to submit to you for your suggestions and assistance in 
forming this organization in the most effective and practical 
manner. 

A chart, similar to those you have, was sent to Secre- 
tary of War Baker, who replied as follows: 

“I welcome again the opportunity of saying to business 
men what I said to the War Convention of American Busi- 
ness called by the United States Chamber ot Commerce in 
Atlantic City in September. We have one army in the field, 
but we have another army of industry, whose effective or- 
ganization is essential to ou: success in the prosecution of 


soard, composed of 


























January 19, 1918. 


the war. It is important that this organization shall be 
worked out by the industry itself in a truly democratic and 
representative manner. The problems represented are so 
difficult that unquestionably the knowledge and experience 
of business men should be made available to the Govern- 
ment, and this can be done by organization such as you pro- 
pose. The degree to which any such organization can be 
helpful will depend of course upon the organization itself 
and the way in which it responds to the emergency. I shall 
be grateful to you if you will convey this message to your 
War Conference which you are about to hold.” : 
What the Organization Can Do. 

_ Through the organization will be taken up such ques- 
tions as, 

1. The distribution at reasonable prices of orders from 
the government which the yovernment is Not Able to place 
satisfactorily with individuals. 

2. The providing of additional sources of supply when 
the demand is beyond the power of the whole industry to 
care for, through ‘ 

(a) The speeding up of present facilities. 

(b) The co-operation of related productive capacity. 

(c) The shifting of production to industries not other- 
wise essential to winning the war. 

(d) The providing of additional facilities. 

4. Securing proper pricrity for the shipment of supplies 
to or finished products from various industries represented. 

4. Questions affecting the supply or productivity of 
labor. 

+. General questions affecting the policy of taxation. 

The Sherman Law. 


The first thought which occurs to any manufacturer in 
considering such activities is whether or not it is contrary 
to the Sherman Law. No department of the Government can 
authorize us to violate the Sherman Law, but the Council 
of National Defense, through their executive officer, Director 
Clifford, have asked us to organize for the purpose we pro- 
pose. 

The Sherman Law reads: 

“Every combination, contract and conspiracy in restraint 
of trade or commerce amongst the states or with foreign 
nations is hereby declared to be unlawful.” 

President R. G. Rhett. of the Chamber of Commerce 
of the United States »f America, in an address to them De- 
cember 12th, said: 

“Of course the organization of industry along the lines 
which have been suggested to you by the Chamber and ap- 
proved by the Council of National Defense can not possibly 
be in violation of the Sherman Act, because the purpose of 
such association is to aid the Government in such manner 
as it might indicate. There is no question of a restraint of 
trade. The purposes ire, first, the development of production 
of those articles which the Government needs at such prices 
and upon such terms as the Government imay determine to 
be just, and, secondly, the assurance that officials who dur- 
ing the war may have to make decisions of the first im- 
portance to industries may receive expeditiously complete 
and authoritative information in order that no action may 
produce unintended harm. It is only when you go into the 
further problems of how best to foster and protect your 
trade either during the course of the war or after it is ended, 
any questions of a violation of the Sherman Act will arise. 
Both natriotism and self interest are calling you to action, 
and | doubt not you will respond with the wholehearted 
enthusiasm which is so necessary to full success.” 

Advisory Price Boards. 

The reason for an: the duties of the Advisory Price 
Joard may not be immediately clear. They are to be ap- 
pointed in the belief that men actively engaged in the manu- 
facture of hardware are better able to find out the facts and 
judge correctly whether the price of any hardware article is 
reasonable than some Government agency would be. It 
would be neither wise nor possible to attempt to regulate 
the prices of hardware articles generally, but it may be that 
some industry would attempt to take advantage of the organ- 
ization here proposed to advance prices to an unreasonable 
extent. In such a case both for the protection of the other 
members of the organization and to render unnecessary an 
investigation by the Federa! Trade Commission, the Advisory 
Price Board of the section will endeavor to correct the situa- 
tion. We must all remember that this is an organization 
primarily for service to our country in this ordeal through 
which we must pass, and the very fact that it will render a 
great service to the hardware industry must make us guard 
against its abuse. A small impartial board will be appointed 
by the president and War Service Committee for each sec- 
tion. The members of any boards will not be directly in- 
terested in the product of the section they represent. When- 
ever any agency of the Government requests, or whenever 
there is evidence that the maximum prices for the articles 
in any division are unreasonably high, the board representing 
that section will make ar investigation and attempt to adjust 
such maximum prices to a reasonable basis through the 
voluntary concurrence of the members of the division. Fail- 
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ing to do this, they will report to the War Service Commit- 
tee for such action as it may consider necessary. No one 
who is not a hog need ever know there is an advisory price 
board in existence unless he wants to ask them for advice 
as to what is a reasonable price. The President has an- 
nounced that there should be one price for our Government, 
the Government of the aliies and the public. The price to 
the public it is clear is with that cost of distribution added, 
so to hardware manufacturers it means that the price to 
their large trade should be as low as the price to the Gov- 
ernment. The President has also stated that the price should 
pay a liberal profit sufficient to stimulate industry and pro- 
vide for the expansion cf industry that will be increasingly 
necessary as the war goes cn. So | say, unless you are a hog 
the price board won't bother you, and if the Government 
should want an investigation of your prices, wouldn't you 
rather have it made »y manufacturers who know the hard- 
ware business than by the lederal Trade Commission. 

How Industries Already Organized Fit Into Our Organization. 

Many branches of the hardware industry have already 
organized, appointed War Service Committees and offered 
their services to the Government. These are the very indus- 
tries which should be co-ordinated in an organization which 
embraces all hardware industries. The better organized they 
are the more reason they should join us. In Union there 
is strength. Our organization will represent from one to 
two thousand manufacturers. The total capital represented 
will be enormous. Our opportunity for service and our in- 
fluence will be far greater than that of any individual indus- 
try powerful as it may be. Every agency of the Government 
will be not only informed ot the personnel of our organiza- 
tion, but through our combined influence and our representa- 
tion at Washington, will not be allowed to overlook the 
assistance we offer them. Our organization will be used— 
not simply placed on file. 

It is an organization of organizations, with cach separate 
unit acting directly for itself on all questions which affect 
it alone, and combining on those questions which affect more 
than one industry. Instead of several hundred different War 
Service Committees overrunning the various departments, 
one great organization will be subject to its call, with any of 
the subdivisions immediately available to take up directly 
such questions as concern it and the Section Committee or 
General Committee ready for any service which requires a 
broader marshalling of resources. We ask every industry, 
be it large or small, to organize to co-operate with each other 
to the end that our country may receive a united service of 
a magnitude equal to the great task before us, through the 
employment of the hardware industries to the fullest extent 
in all their parts, and secondarily that we may not suffer the 
ills of unorganized expansion in certain parts and contrac- 
tion in others with disastrous results to all when peace shall 
come. 

We must realize that the great bulk of the buying power 
of the country is concentrated in one hand, and that is the 
hand of the Government. And if we are disorganized we 
can not give them effective service, or prevent acts on the 
part of subordinate officials who might use the power vested 
in them harmfully to the industry. 

This is an opportunity where happily our self interest 
and our patriotism cae go hand in hand. Through such 
co-operation to serve the Government manufacturers can 
truly feel that they are working for their country rather than 
living off the country. It will make efficient our share of the 
work to bring the war to a victorious end 


“ese 


DATES OF SOUTHERN HARDWARE JOBBERS’ 
MEETING ARE CHANGED. 


Actuated by motives of patriotic efficiency, the 
Executive Committee of the Southern Hardware Job 
bers’ Association has decided that it is advisable to 
change the dates already fixed for the convention of 
that organization. Accordingly at a meeting of the 
Executive Committee held at the Hotel Waldorf As- 
toria in New York City, January 16th, the convention 
dates were advanced in point of time from June II, 
12, and 13, 1918, to May 28, 29, and 30, 1918. The 
place of meeting is to remain the same, namely the 
Hotel Traymore in Atlantic City, New Jeisey. This 
change automatically shifts the dates of the conven 
tion of the American Hardware Manufacturers’ Asso- 
ciation whose mid-year meeting is always held in con- 
junction with that of the Southern Hardware Jobbers’ 


Association. 





| 
| 
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Patriotism Dominates Western Retail Implement, 
Vehicle and Hardware Association | 








An interesting prelude to the twenty-ninth annual 
Convention at the Century Theater in Kansas City, 
Missouri, of the Western Retail Implement, Vehicle 
and Hardware Association, January 15, 16 and 17, 
1918, was the action of a preliminary meeting of the 
Board of Directors authorizing liberal investment of 
the Association’s funds in Liberty Bonds. In addition, 
it was voted to subscribe $500 to the American Red 
Cross in the name of the Association. This action of 
the Board of Directors caused much favorable com- 
ment in Kansas City, and was featured in all the 
newspapers dealing with the Convention. The three- 
days’ session began Tuesday, January 15th, and was 





H. J. Hodge, Secretary Western Retall Implement, Vehicle and 
Hardware Association. 

alive with patriotism from beginning to end. Con- 
servative estimates early in the Convention placed the 
number of delegates expected to be in attendance be- 
fore its close at 4,500. More than three thousand dele- 
gates had registered at the secretary’s office before 6 
o'clock Monday evening, January 14th. 

The annual report of the secretary, H. J. Hodge, is 
so comprehensive a document and reflects with such 
fidelity the spirit and purpose of the Association, that 
the reproduction here of its most important passages 
will give our readers an accurate idea of the character 
of the Convention and the nature of the delegates 
therein assembled : 


Report of Secretary H. J. Hodge. 

On account of the overshadowing importance of the one 
great subject which is uppermost in the minds of all at this 
time, I feel it necessary to eliminate from this report a 
detailed account of many of the activities of your Associa- 
tion the past year, and to confine it principally to such 
things as have direct bearing upon the war, not overlooking 


the fact that your business success is essential, as much de- 
pends upon the implement and hardware industry as a whole, 
and you constitute a very important part of same. Unless you 
are proportionately successful with other branches of the 
trade you will not be in a position to de your full duty and to 
meet your many obligations, or be in a position to stem the 
tide during the process of restoring the business to a normal 
basis after the war. 
War Has Created New Problems. 

The new order of things has eliminated some of the 
old problems we have had to contend with; and we find that 
the things in which we are the most interested are a little 
different than formerly. The war has brought to the retail 
business new problems and we must face them and put 
forth our best efforts to solve same. I know that when it 
comes to a matter so important as the winning of this war, 
there are no slackers in the hardware and implement busi- 
ness; and dealers’ associations are not going to ask any- 
thing that is not right and just in the light of present con- 
ditions, but it is more necessarv than ever for us to watch 
every nook and corner. We must keep our business moving 
as briskly as possible. T'tis is absolutely necessary if we are 
to meet the many demands of our Government which are 
sure to be made. I feel that we need to put forth still 
greater efforts along the selling line, notwithstanding the 
tremendous advance in prices, rather than to curtail them 
in the slighest degree. 

Describes Work of Local Clubs. 

Our local club work has not progressed as rapidly dur- 
ing the past year as we could hope for, but, at the same 
time, we organized six good, healthy clubs and we have a 
large number of the old clubs which are active, some of 
them very active. A number of clubs that are not meeting 
regularly have brought about better conditions and the off- 
cials do not call meetings for the reason that they do not 
think it necessary; but I find that the clubs which are doing 
the best work are those which meet regularly, either monthly 
or quarterly. There probably never was a time when it was 
more necessary for dealers to continue their club work than 
at present. It would not be difficult for you to find a 
precedent if you will but consider how closely in harmony 
other branches of the trade are working at the present time. 
Why should it be different with you than with them? Why 
should you not show the same business sagacity? Your 
cfficers will do all they possibly can during the coming year 
to assist in this work and I know they will want your hearty 
co-operation. 

Wrapping and Insurance Charges. 

I, trust that this is the last time it will be necessary 
to mention this subject to a convention of this Association. 
A secretary’s report without mention of this topic might 
nct to you seem quite complete, but it is a subject about 
which you have been continually prodding your officers and 
they have been insistent in urging the justice of your po- 
sition. I have told you that your officers would never cease 
their efforts to have this charge eliminated, and they have 
kept the promise and I have the great satisfaction of re- 
rorting to you that we have finally been successful. The 
coom of this evil which was sapping all of the profit from 
the repair business, has been sealed. Thus are we able to 
report another achievement of associated effort that will be 
oi vast benefit to the retail dealer, and one of the hardest 
struggles your officers and those of other associations fed- 
erated with us, have ever kad has been brought to a success- 
ful issue. 

Tells of Information Bureau. 

Our Information Department has been able to render 

valuable service to our members, particularly during the past 
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year. In some instances it has saved costly litigation and 
in numerous cases the information has been worth to mem- 
bers many times the amount their membership cost. I wart 
to impress upon your minds the fact that this Department 
nas been thoroughly established. Our information sources 
are such that we are able to furnish information upon most 
any subject which is likely to come up in the course of your 
business. Your officials in establishing this service for you 
do it because they want to make the Association indis- 
pensable to your business. You must realize that 
every added service means added work and added ex 
pense, but something is causing our members to take more 
interest in their Association than ever bcfore and we must 
conclude that the service we are offering is in a measure, 
at least, accountable therefer. 
Sisal Fiber Situation. 

Shortly after our 1917 convention the United States 
Government brought suit against the sisal fiber monopoly 
and its American financial backers with a view to breaking 
up the combination of the two. Suit was 
against agents of the monopciy, which is a Mexican institu- 
Testimony has been taken in several cities by masters, 
During 


also. brought 
tion. 
but the court has not vet passed on the evidence. 
the year the sisal moropoly made a number of additional 
advances in price and today the quotation is equal to the 
highest price paid by dealers for finished twine in 1917, viz., 
1914 cents. In September, Herbert C. Hoover, United 
States Food Administrator, started an investigation of the 
fber situation with a view to forcing the sisal monopoly 
to reduce its price. 

For several weeks thereafter purchasing of sisal fiber 
was suspended, but early in December it was announced 
that sale of 100,000 bales hac been made at the prevailing 
high price and that they had been approved by the Food 
Administration because it was deemed advisable for the 
manufacturers to begin operations on twine product for next 
harvest. This approval, however, applied only to these 
sales and did not mtan that the Food Administration had 
discontinued its efforts. 

The most recent development is the announcement by 
the Food Administration that it has assumed control of the 
binder twine business. It plans to stabilize prices, prevent 
undue advances, eliminate waste, speculation and hoarding, 
and to place the product in the farmer’s hands at the lowest 
possible price. It is not the understanding that the Food 
Administration will make the price, but will control same; 
in other words, will allow the manufacturers to name a price 
consistent with cost of material and manufacture and a 
fair profit. 

The great amount of manila which the Government re 
quires in its ship building operations is causing advances 
in that fiber which are reflected in the price of sisal fiber. 
I am pleased to report that the experiments in American 
hemp culture are proceeding satisfactorily, justifying the 
hope that within a few years the American farmer may 
produce the fiber require’? for binder twine for 
crops. 


his grain 


Delayed Invoices for Repair Shipments. 

Members are complaining about delayed invoices for 
repair shipments. They say they try to keep the repair busi- 
ness as nearly to a cash basis as possible, but too frequently 
the invoices are not received for several days after the re- 
pairs arrive and they must either delay delivery or charge 
the parts to the customer. This is a matter of considerable 
importance, more so than usual just now when we are 
making such a drive on the repair business, and your Board 
of Directors has taken it up with the distributing houses 
There is one thing about this that is encouraging: It seems 
to indicate that dealers are heeding the advice to adopt 
better business methods, which has been a feature of the 
convention for years, and that some of them at least propose 
to place the business upon a cash basis. We feel sure that 
when the facts are properly presented to distributers that 
they will so far as possible remedy the trouble for they do 
not want to throw any obstacles in the way of dealers get 
ting prompt settlements. 1 mention this for the benefit of 
members who have been writing my office concerning it. 
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Teaching Farm Work in High Schools. 

A plan is now being worked out by your Agricultural 
Extension Committee which, if it has the proper encourage- 
ment from you, and surely you will be interested, is cal- 
culated materially to reduce the help shortage at harvest 
time. During the last harvest, when farmers needed extra 
heip, the merchants in many towns undertook the task of 
They enlisted the help of high school boys. 
These boys were willing, but the farmers refused to employ 
them because they knew nothing about farm work. Some 
harness a team. It is now 
proposed to institute in the agricultural departments of the 
high schools a course of instruction pertaining to the use 
of farm machinery. 
but these consist in taking classes to implement stores and 
showing them the implements, tractors and other farm op- 


supplying same. 


of them did not know how tc 


Only tentative plans have been outlined, 


erating equipment, also taking them to the farms and giving 
them practical instruction in the operation of the machinery. 
Your committee will meet this week to study the proposition 
and get it started. 
are sure to be beneficial. 


work and results 


It will so educate the boys that 


This is constructive 


they can render good service to the farmers and at the same 
time earn good wages during the vacation period. It will 
One of the 
is to give your 


surely assist in solving the farm labor problem. 
things that you can do to help win the war 
encouragement to this movement and to cfler your services 
in helping to instruct the boys. 

Investigate Before Investing. 

[ am going to take of your valuable time briefly to cau 
tion you to beware of the many catalog schemes which are 
presented to you. A very large number of cur members have 
been stung, notwithstanding all that has been said upon the 
subject. It seems incredible that so many of our members 
will put up their money to entire strangers for schemes of 
this kind and other schemes which only seem to have merit 
while the dealer is under the hypnotic influence of the solici 
tor. I have thought that if we could get this matter before 
one of our conventions for discussion possibly it would be 
so impressed upon the minds of our members that future 
trouble might be averted. The files of the secretary’s office 
are full of complaints fron 
and to some we have been able to render assistance which 


members who have been caught, 


resulted in the return of 
is utterly impossible to get any trace of the parties to whom 
The information which will protect mem- 


money or notes, but too often it 


money was paid. 
bers is always at hand, or easily obtainable if they would 
seek it and were not so anxious to put one over their com- 
petitor by gettiig the exclusive privilege 

Your Association Making Rapid Strides. 

In the report made to your Board of Directors yester- 
day | showed that your Association is making rapid strides, 
not only a larzelv increased membership, but on account of 
members are taking in the 


the keen interest which our 


work. We now have the largest paid up membership and 
the most loyal membership in our Association's history, and 
as a consequence we are doing the best work. Our mem- 
bers seems to have a better understanding of the advantages 
of the membership and appreciate it more fully, which is 
evidenced by their promptness in the payment of their obli 
gations to the Association, This look like the 


fruition of labor and pleading to get members to see the 


begins Lo 


a strong organization of hardware and 


hope it is but the 


absolute necessity of 
implement men, and | beginning of a 
greater movement to build up a still greater Western 
a little co-operation 


Asso- 


ciation, and this can be done with just 
on the part of each one of our members. 


Conditions have so changed during the past year or 
two that it has Lrought forth every spark of business ability 
we possess and indications are that you will all have to be 


or. the alert during the coming years. The profits are not 


in the business to warrant the leaks under the old system. 
Higher prices are here and doubtless will prevail for some 
Shorter terms have come and it has become necessary 
for you to change The old 
way of charging hardware and implements upon the books 
has passed and you have found that it is an absolute neces 
delivery and the associations 


time. 
’ your terms to your customers 


sity to secure settlements on 























of dealers have no more important achievement to their 
credit than the part they have taken in this matter, and I am 
going to repeat to you in substance what | said a year ago, 
i. e., that the implement business is fast being reduced to a 
merchandise basis and these changes are sure to result in the 
survival of the fittest. Whoever survives is going to be 
the one who takes note or cash settlement for the goods 
when he delivers samc; who pays the close attention to his col- 
lections that the banks do; who sells his goods at a margin 
of profit commensurate with the cost of doing business; who 
is conservative in all of his business transactions; who makes 
his terms of sale conform to the maturity dates of his own 
obligations and the capital he has employed in his business; 
who has no quarrel with his business, but looks upon it as 
one of the highest callings in mercantile life; who is careful 
of his expense account and who does not render excessive 
service; who is aggressive and quick to take on goods in 
the hardware afid farm equipment line which properly belong 
to his stock, and who otherwise conducts his business upon 
a businesslike basis without fear of what his competitor may 
do. 
Makes Patriotic Appeal. 

Now, Mr. President, and friends, having closed my re- 
port, | want the-privilege of a word to the fathers and 
mothers of the boys whose names appear on our Honor Roll. 
I have been serving you so long that there is a strong tie be- 
tween us. You are a little closer to me than the average 
men and women who have given up their sons to the coun- 
try’s service. Our hearts swell with pride to think we have 
so many bright stars upon our service flag. Many of you 
are advanced in years and had retired from the active man- 
agement of your business, having shifted the responsibilities 
to the shoulders of the younger men, but you have both had 
to answer your country’s call—they to go to the front to 
defend the honor of our flag, and you to take their places 
at home that business may continue as usual, for the demands 
upon business will be great if the world is saved to democ- 
racy. 

When one receives as many letters as I have the past 
few months from fathers who have sent one, two and even 
three sons to the front, and can read in every line the pride 
these fathers and mothers feel to think they were fortunate 
to be able to do so much for their Government, it is not hard 
to see where the boys get their patriotism—and I have a 
feeling, and so have you, that no foe can resist the onward 
march of such intelligent, brave boys as we are sending 
“over there.” 

I tell you, men, it is an inspiration to us to buckle the 
armor just a little tighter and resolve to work just a little 
harder that we may be able to provide these boys with every- 
thing they need for their personal comfort and to hearten 
them in the awful task they have undertaken. 


The secretary’s report was followed by a masterful 
speech on “Responsibilities Placed on the Implemerg 
Industry by the War,” by C. S. Brantingham of Rock- 
ford, Illinois, president of the National Implement and 


Vehicle Association. Mr. Brantingham had just re- 


turned from Washington, D. C., where he was in con- . 


ference with government officials regarding the iron 
and steel situation. He was assured that implement 
manufacturers will be given priority over all other 
manufacturers in obtaining materials. The Govern- 
ment will not curtail implement manufacture. 

The officers elected to serve the Western Imple- 
ment, Vehicle and Hardware Association for the en- 
suing term are: President, Georce Brerr, of Ponca 
City, Oklahoma; vice-president, W. E. Haynes, of 
Kmporia, Kansas; secretary-treasurer, H. J. Hopce 
of Abilene, Kansas; and the following directors: 
EK. C. Hoop of Pittsburg, Kansas; M. A. WENGERT 


of Kansas City, Missouri; and C. O. Hircucock of 
Hutchinson,. Kansas, 
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GIVES PROGRAM OF CONVENTION OF TEXAS. 
HARDWARE AND IMPLEMENT 
ASSOCIATION. 


The program of the twentieth annual Convention 
of the Texas Hardware and Implement Association 
leaves no doubt that the sessions will be enlivened by 
enthusiasm and a great spirit of sincerity. The con- 
vention meetings will be held in Beethoven Hall, San 
Antonio, Texas, January 21, 22, and 23, 1918. The 
opening ceremonies will be at the St. Anthony's Hotel 
which has been chosen as the headquarters of the 
Convention. A feature of each session will be the 
question box, and delegates are asked to make liberal 
use of this excellent means of developing practical 
knowledge in the Convention. The opening session 
will begin at 10 a. m., Monday, January 2ist, and 
will be called to order by the president, Joseph Netzer 
of Laredo. The entire assembly will then sing the 
anthem, “America.” The invocation will be delivered 
by the Reverend Hugh McClellan of San Antonio, and 
the address of welcome by Sam Bell, Mayor of the 
City of San Antonio. The rest of the program runs 
as follows: 


Respose to Address, S. T. Harrison, Past President, 
Memphis. 

Roll Call of Delegates—by Secretary, A. M. Cox, Sec- 
retary. 


Appointment of Sergeant of Arms, by the President. 
President’s Address, by the President, Joseph Netzer, 
Laredo. 
Repvorts— 
Secretary Reports A. M. Cox, Secretary. 
Treasurer Reports. 
Auditor Reports. 
Freight Auditor. 
Legislation Committee, G. C. Bengener, Austin. 
Insurance Committee, O. E. Schow, Clifton. 
Appointment of Convention Committees by Joseph Net 
zer, President. 
Convention Announcements by E. Praeger, San Antonio. 
Question Box. 
Adjournment. 
2 P. M. 
Question Box 
Address, “Intensive Study of Trade Territory,” E. A. 
Peden, Houston. 
Address, “Credits and Collections,” R. C. Craig, San 
Antonio. 
Address, “Troubles of a Merchant and 
Them,” F. P. Holland, Dallas. 
Adjournment. 


How to Stop 


Second Day—10 A. M. 

Report of Committecs. 

Question Box. 

Address, “The 
Valker, Ft. Worth. 

Address, H. J. Hodge, Secretary Retail Implement, Ve- 
hicle and Hardware Dealers’ Association. 

Open Forum Discussion. 

Adjournment. 


Hardware Dealers’ Insurance,” Glen 


2 P. M. 
Insurance Meeting. 
Third Day—10 A. M. 
Report of Committees. 
Question Box 
Address, “Service as a Business Factor,” Frank Mapples 
Dallas. 
Address, “Trade Acceptance,” Lynn P. Talley, Dallas. 
Election of Officers. 
Unfinished Business. 
Open Forum Discussion. 
Adjournment. Until 1919. 
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GIVES DATA OF COMING WISCONSIN 
HARDWARE CONVENTION. 


Prefacing his letter with information concerning 
the handling of farm explosives under the new 
licensing system, P. J. Jacobs, Secretary Wisconsin 
Retail Hardware Association, gives some very inter- 
esting and ‘helpful data concerning the forthcoming 
annual convention of that organization, which is to 





P. J. Jacobs, Secretary Wisconsin Retail Hardware Association. 


take place February 6, 7 and 8, 1918, in Milwaukee, 
Wisconsin. The letter is as follows: 
Te Our MEMBERS: 

In our letter to you of December 26th we expressed a 
doubt as to the necessity of a farmer or other consumer of 
explosives procuring a license to purchase them. The Bureau 
of Mines at Washington has made itself clear on this point in 
a letter to your secretary under date of January 4th. The 
necessity of displaying a “danger” sign is covered in a letter 
from the same department under date of January &th. These 
who will sell explosives other than cartridges and shells should 
read both letters carefully end be governed accordingly. 

Convention Program. 

Several things entering into our convention program have 
been delayed for one reason or other and all of copy has not 
as vet gone to the printer. As we see it now, it will be about 
January 25th that program and badges will be mailed. A spe- 
cial program for the ladies attending the convention will be 
ili the same envelope with vours. This feature of our con 
vention has been given a great deal of attention and will at- 
tract many. Make your hotel reservations early and order a 
badge of the secretary for “Miss” or “Mrs.” as the case may 
be. It is very necessary that every lady participating in our 
program have her badge before the convention so that the 
committee in charge can make necessary arrangements 
properly to entertain our guests. 

Wednesday morning, February 6th, there will be, as usual, 
the annual meeting of the two Hardware Mutual Insurance 
Everybody attending the convention is invited to 
An amend- 


Companies. 
attend this session, whether 2 policyholder or not. 
ment to the articles of incorporation of our Fire Company 
authorizing the board of directors to increase our present limit 
of $5,000 on a risk, will be voted on. M. J. O’Brien, C. N. 
Jacobs, and State Agent F. J. Pfiffner, will be there all three 
days to answer any questions or write additional insurance. 
Be sure to bring with you a policy or complete information 


AMERICAN ARTISAN AND HARDWARE RECORD 


29 


regarding your lot and block number if you desire any change 
or increase. 
Importance of Business Records. 

There never was a time when business records were so 
important as now. Every merchant will have to make a re 
port to the Government of his income for 1917, and many are 
seeking information. Wednesday afternoon, February 6th, S. 
R. Miles will outline in twenty minutes the new system of 
“Business Records” which the National Office has to offer to 
hardware merchants. He will have a desk in the convention 
hall during the three days, where he will be glad to go into 
detail with all those who may be interested. He will be fol- 
lowed by W. R. Thompson of the Retail Service Department 
of the Burroughs Adding Machine Company, Detroit, Michi- 
gan, with a forty-minute talk on “Accounting as a Basis of 
‘The Retail Relation: 
with the Government” will be covered in a twenty-five-minute 


Business Knowledge.” Merchant's 
talk by Sam T. White of Davenport, lowa, a member of the 
War Service Committee. Mr. White has made two trips to 
Washington during the past month and has a message that 
He will 


tell us what the Government is expecting, or rather, demand- 


will be of much value to every retailer of hardware. 


ing of the manufacturers in the way of conservation. 
Will Discuss Advertisirg and Selling. 
Thursday afternoon, February 7th, we will have “Adver 
tising and Selling,” a forty-minute chalk talk, by Walt. S. 
Goodwin. In addition to being enlightened, you will be enter 


tained. This will be followed by a kindred subject, “The 
Training of Sales People,” by Thos. A. Knapp of the Sheldon 
School. 


der” forty-minute talk. He has had much experience and 


Mr. Knapp promises us a “straight-from-the-shoul 


comes well equipped to handle lis subject. “Credits and Col 
lections” is a very important subject and will be covered by 
H. O. Roberts, Secretary of the Minnesota Retail Hardware 
\ssociation I‘riday afternoon. Mr. Roberts has given this 
subject exhaustive study and is coming to us with facts and 


Like the “Wedding 


saved the best for the last. 


fieures in Cana of Galilee” we have 
Question Box. 

Thursday morning is to be a general assembly and ques- 
tions in which all, both large and small dealers, are interested 
will be discussed. Ex-President C. T. Woodward of the 
National Retail Hardware Association will have charge 

friday morning it is planned to divide the assemblage, 
the same as last year, into three groups; cach group to have 
Dealers in towns of 5,000 and over will 


1000 to 5,000) tn 


a separate room. 


be in one rooin; from another; and the 


remainder, which is by far the greatest in number, in still 


another. Questions can be discussed freely without feeling 


that it is 
stenographer present at any session to record what you say 


necessary to mzke a speech. There will be no 

During the past year something must have occurred or 
come to your mind upon whick you desire information. List 
it on the enclosed blue sheet and send it to the Secretary at 
once so that the committee in charge of this department of 
our convention may have ample opportunity properly to classi 
fy and arrange for its best discussion and solution 

Freight Bills. 

One hundred and ninety-one members had their freight 
bills audited during 1917, and $937.09 was recovered from the 
railway companies as a result. Claims amounting to $837.50 
are still unpaid. As these are paid remittance to our mem 
bers will be made. Pack up your old freight bills and express 
them to us prepaid. Fifty per cent of the amount recovered 
by us will be sent you 

Service Flag. 

It has been suggested that a service flag 

To get the required data 


and honor roll 
be displayed in our convention hall 
it will be necessary to complete the enclosed form and mail 
it to the secretary at once. 
New Members. 
Our last letter of December 26th with an application for 
Nine 


This shows that our 


membership was mailed to a list of non-members 


responded with a check for 1918 dues 


service is appreciated. Sorry they came in too late to be in 


cluded in our printed list of members in our program Always 
save your list of members. During the year someone may 
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move into your territory and you may want a line on his abil- 

ity or disposition to pay. This will be cheerfully given by a 

member at his former location if you ask for it. In this way 

our membership list may be of considerable value. Total 

membership is 1,155; a slight increase on a year ago. 
Associate Membership. 

For years, many travelers paid us a dollar and were en- 
rolled as associate members of ovr Association and received 
a badge. For some time, however, it was felt that this was a 
“hold up,” and when the regular dues were raised, this form 
of membership was abolished. Until your traveler friends 
get accustomed tu the new order of things, there may be a 
little dissatisfaction, but it had to come sooner or later. Wis- 
consin is next to the last state to abolish this form of mem- 
bership. 

Co-operation. 

The absolute necessity of intelligent co-operation and 
friendly relations with competing interests was never more 
marked than at the present time. The entire business situa- 
tion demands a clearer view and broader expression than that 
obtained from your own personal environment and business. 
Come to Milwaukee February 6th, 7th and &th and be con- 
vinced. 

Yours truly, 
: P. J. JAcoss. 
“*e- 


WASHING MACHINE DEVICE IS SAID TO BE 
CHEAP AND PRACTICAL. 


A very simple device, which is placed in the center 
of a kitchen wash boiler with the soiled clothes around 
it, automatically washes the clothes with live steam, ac- 
cording to the statement of the manufacturers. No 
rubbing or scrubbing is said to be necessary. The 
sides of this mechanism, known as the Simplex Auto- 
matic Clothes Washer, illustrated herewith, are perfo- 
rated in such a man- 





ner as to allow jets 
of boiling suds and 
supersaturated steam 
to come through in 
the strong 
streams play 
upon the clothes and 
force themselves into 


form of 
which 











Simplex Automatic Clothes Washer. 


the pores of the fabrics, thus removing all dirt and, 
at the same time, sterilizing the textures. 

The action of the jets of steam and boiling suds is 
performed without any wear or tear and, of course, 
without any rubbing. Fifteen to twenty minutes are 
declared to be enough thoroughly to cleanse and dis- 
infect the clothes. The sterilizing effect of the Sim- 
plex Automatic Clothes Washer is a feature which 
renders it desirable and one which, no doubt, helps 
the dealer promote its sale. It is the claim of the 
manufacturers, Grabe Automatic Washer Company, 
Incorporated, 15 West 44th Street, New York City, 
that the machine, will not injure the daintiest fabrics. 
The clothes are said to come out of the wash boiler 
cleaner and whiter than ever before. Interesting 
descriptive literature with price quotations and direc- 
tions will be mailed to dealers upon application. 


Push sales without cutting price. 
very truthfully, the other day that too many retail 
merchants seem to think that price cutting is the neces- 
sary thing in merchandising. It’s not. Quality and 
service can be capitalized and price-cutting made en- 





Somebody said, 


tirely unnecessary. 
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SAYS STANDARD PRICES MEAN BETTER 
QUALITY AND SERVICE. 


Answering a criticism that the Stephens Price Main- 
tenance Bill does not give any assurance as to whether 
uniformly high or uniformly low prices will result 
from its operation, Edmund A. Whittier, secretary of 
the American Fair Trade League declares that stan- 
dard prices mean better quality and lower cost to the 
consumer. Assuming that the criticism is sincerely 
made and that it expresses a real desire for informa- 
tion, Mr. Whittier says: 

“We are very glad to refer to testimony given in great 
volume at récent hearings before the Federal Trade 
Commission by representatives of manufacturers of 
stabilized price products. The answer to this question 
involves the fact of the existence of competition in ex- 
cellence of product between rival manufacturers by 
which it must be assumed the public cannot fail to 
benefit. If such competition exists the stable and uni- 
form price system cannot fail to encourage improve- 
ment in quality to attract trade at fixed prices from 
competing producers. 

In other words, if a popular low fixed price watch 
has been reduced in thickness one-half and greatly im- 
proved in accuracy and durability, as is admittedly the 
case in one well-known article, as a result of competi- 
tion at a constant, unvarying fixed price, and the pack- 
age of one well known brand of breakfast cereal has 
been, within a few years, made 50 per cent larger, co- 
incidently with the reduction of the uniform price to 
the consumer from 15¢ to 10c, as has been the case with 
another well known article as a result of similar com- 
petition and that this same tendency in the operation 
of the stable price system has been proved in every 
line of branded product manufactured, how can it be 
seriously asked by anyone conversant with the facts 
whether the standard price system means uniformly 
high or uniformly low prices? 


IS GRANTED TRADEMARK REGISTRATION. 





Henry Disston and Sons, Incorporated, Philadel- 
phia, Pennsylvania, have secured registration on the 
trademark shown in the accompanying illustration, 


D-D D 


DISSTON DOUBLE QUTY 


under number 107,023. The particular description of 
goods is saws. The Company claims use since October 


1, 1917, and the claim was filed October 30, 1917. 
7 : 7 





WE NEED THE SPIRIT OF SELF-SACRIFICE. 


“Our greatest need is the spirit of self-sacrifice for 
the common good—a sacrifice of our pride, sacrifice of 
our prejudices, sacrifice of our suspicions against each 
other, sacrifice of cur material comforts, sacrifice of 
our lives, if need be—to carry on unimpaired the demo- 
cratic institutions handed down to us by our fathers.” 
—Wnm. B. Wilson, Secretary, Department of Labor. 
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OPPORTUNITIES FOR FOREIGN TRADE ARE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 


The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 


26233.—A firm in China wishes to be placed in touch 
with American manufacturers and exporters able to supply 
small accumulators in celluloid boxes for lighting and igni- 
tion on motorcycles and other small engines, the accumula- 
tors usually made in smal! sizes, 40, 60, and 80 ampere hours. 

26235.—A firm in Siberia desires to purchase and secure 
agencies for the sale of agricultural machinery, factory 
equipment, metals and metal goods, and all other articles 
needed in the mining ané industrial regions of European 
Russia and Siberia. Correspondence may be in English, but 
Russian is preferred. References. 

26236.—The directorate general of the postal supply 
department of a foreign government desires to be placed in 
communication with American manufacturers who would 
be in a position to manufacture a supply of tin seal cups 
similar to samples which may be examined at the Bureav 
or its district offices. (Refer to file No. $5375.) The direc- 
torate general claims thazc about 100,000 of these seal cups 
will be ordered at one time. 

26250.—A merchant in Italy wishes to buy unmounted 
parts or pieces of steel cutlery, miscellaneous metal table 
ware, manicure instruments, ctc., as per illustrations, which 
may be examined at the Bureau or its district offices. (Refer 
to file No. 95743.) Estimate of freight rates to Italy should 
be given. Cash will be paid. Correspondence should be in 
French or Italian. Reference 

26253.—A merchant in British East Africa desires to 
purchase cutlery. Catalogs and prices should be submitted, 
including discounts, packing and shipping charges, ete. 
Terms should be seven days’ sight drait with bill of lading 
attached. Correspondence mav be in English. Reference. 

26254.—A man in France desires tu secure an agency, 
om a commission basis, fer the sale of agricultural imple- 
ments, horseshoe nails, galvanized iron, and iron and stec! 
Correspondence should be in French. Payment will be 
made by cash against shipping documents. Reference. 

26258.—A firm in the French West Indies desires to 
purchase two-ply hemp twine in balls of 50 or 100 graris 
each (1.76 or 3.52 ounces), quality, finish, and size of twine 
to be exactly the same as sample, which may be examine:-l 
at the bureau or its district offices. (Reter to file No. 95908.) 
Quotations should be made f. o. b. New York. Payment 
will be made by cash on arrival of goods. Correspondence 
should be in French. Reference. 

26259.—A man in Brazil desires to represent American 
manufacturers and exporters of enameled ware, household 
utensils, hardware, iron tools, axes, knives, cutlery, brass- 
ware, tin plate, and sporting goods References. 

26265.—A firm in Frarce desires to purchase 1,500 gross 
round head, iron and iron brass-dipped wood screws, similar 
to sample, which may be examined at the Bureau or its 
district offices. (Refer to file No. 96040.) Correspondence 
is preferred in French. Reference. 

26266—A man in Venezuela desires to be placed in 

communication with American manufacturers and exporters 
of paints and hardware in general, with a view to securing 
an agency for the sale of same. Reference. 
_ 26271—A firm in British East Africa is in the market 
tor padlocks, lanterns, kitchenware. bicycles and accessories, 
ctc. Payment will be made in English sterling. Goods 
should be packed in extra strong cases. Reference. 

26273 —A man in Brazil wishes to buy hardware, tin 
sheets in boxes, barbed wire, smooth wire, steel wire cables. 
iron bars and plates, copper plates and wire. brass plates 
end wire, zinc corrugated t:les, shovels and picks, iron 
heams, round brass and copper bars, lead and zinc bars, 
tin rods, etc. Quotations may be made f. o. b. New York 
Payment will be made against documents or by opening 
erecit with local bank. Correspondence may be in English. 
References. 

26275.—A merchant in Pritish East Africa wishes to 
nurchase hardware, cutlerv and other goods. Payment wil' 
he made in English sterling. Goods should be packed in 
extra strong cases with waterproof linings. Correspondence 
may be in English. Reference. 

26276.—A man in a French insular possession desires to 
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be placed in communication with American: manufacturers 
and exporters of tools and agricultural implements, grass 
cutters, chaff and root cutters, bone and grain grinders, wind- 
mills, wire fences, wire gauze, galvanized plates, motor- 
cycles with three wheels for deliveries, four-wheeled motor 
cycles, water rams, and small turbines. Catalog and prices 
should be submitted. 

26277.—An agency is desired by a firm in France for 
the sale of builders’ tinware, sheet metal, etc. Correspond- 
ence should be in Ifrench. References. 

26280.—A firm in Brazil wishes to buy and secure an 
agency for the sale of merchandise in general, especially agri- 
cultural machinery. Quotations should be made f. o. 
New York. Payment will be made against drafts at 30 days 
sight. Correspondence may be in English, but Portuguese 
or Spanish is preferred. References. 

26281.—A company in British East Africa wishes to buy 
padlocks, bicycles, kitchenware, household goods, cutlery, etc. 
Payment will be made by sight draft with bill of lading at- 
tached. Quotations should be made in rupees or English 
sterling. Correspondence may be in English. Reference. 





COMING CONVENTIONS. 


Mountain States Hardware and Implement Association 
Convention, Adams Hotel, Denver, Colorado, January 21, 22, 
23, 1918. W. W. McAllister, Secretary-Treasurer, Boulder, 
Colorado. 

American Society of Heating and Ventilating Engineers, 
New York, January 22, 23, 24, 1918. C. W. Obert, Secretary, 
New York. 

Texas Hardware and Implement Association, San An- 
tonio, January 22, 23, 24, 1918. A. M. Cox, Secretary, Laredo. 

West Virginia Retail Hardware Dealers’ Association, 
Fairmont, January 22, 23, 24, 1918, the Fairmont Hotel. John 
H. Morgan, Secretary, Morgantown. 

Indiana Retail Hardware Association, Indianapolis, Jan- 
uary 29, 30, 31, and February 1, 1918. M. L. Corey, Secre- 
tary, Argos. 

Nebraska 


Hardware Association, Lincoln, Feb 

Nathan Roberts, Secretary, Lincoln. 

Hardware Association, Milwaukee, 
P. J. Jacobs, Secretary, Stevens 


Retail 
ruary 5, 6, 7, 8, 1918. 

Wisconsin Retail 
February 6, 7, 8, 1918. 
Point. 

lowa Retail Hardware Association, Des Moines, Feb- 
ruary 12, 13, 14, 15, 1918. A. R. Sale, Secretary, Mason City 

Michigan Retail Hardware Association, Saginaw, Feb- 
ruary 12, 13, 14, 15, 1918. Arthur Scott, Secretary, Marine 
City. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion and the New York State Retail Hardware Association 
Joint Annual Convention, New York City, February 12, 13, 
14, 15, 1918. W. P. Lewis, Huntington, Pennsylvania, Secre- 
tary-Treasurer of Pennsylvania and Atlantic Seaboard Asso- 
ciation, and John B. Foley, Syracuse, New York, Secretary 
of New York Association. 

North Dakota Retail Hardware Association, Grand 
Forks, February 13, 14, 15, 1918. C. N. Barnes, Secretary, 
Grand Forks. 

Illinois Retail Hardware Association, Chicago, February 
19, 20, 21, 1918. Leon D. Nish, Secretary, Elgin. 

Missouri Retail Hardware Association, St. Louis, Mis- 
souri, February 19, 20 and 21, 1918. F. X. Becherer, Secre- 
tary, 5136 North Broadway, St. Louis. 

Minnesota Retail Hardware Association, St. Paul, Feb- 
ruary 19, 20, 21, 22, 1918. H. O. Roberts, Secretary, Metro- 
politan Life Building, Minneapolis. 

Ohio Hardware Association, Columbus, February 19, 20 
21, 22, 1918. James B. Carson, Secretary, Dayton. 

New England Hardware Dealers’ Association, Boston 
February 20, 21, 22, 1918. George A. Fiel, Secretary, 10 
High Street, Boston. 

South Dakota Retail 
February 25, 26, 27, 28, 
Mitchell. 

Michigan Sheet Metal Contractors’ Association, Detroit, 
March 6, 7, 8, 1918. Frank E. Ederle, Secretary, Grand Rapids. 


Mitchell, 


Secretary, 


Association, 


Shepard, 


Hardware 


1918. F. J. 


Southern Hardware Jobbers’ Association, Traymore 
Hotel, Atlantic City, New I rsey, May 28, 29, 30, 1918 John 
Donnan, Secretary, Richmond, Virginia. 

Old Guard Southern Hardware Salesmen, Traymore 
Hotel Atlantic City, New Jersey, May 29, 1918 George H. 


Hillman, Secretary, 1402 McGavock Street, Nashville, Ten- 
nessee. ; 
American Hardware Manufacturers’ Association, Tray- 


more Hotel. Atlantic City, New Jersey, May 28, 29, 30, 1918 
F. D. Mitchell, Secretary, 4106 Woolworth Building, New 
York City. 

National Association of Sheet Metal Contractors, Mil- 


2 


wattkee, Wisconsin, June 11, 12. 13 and 14, 1918 
Seabrook. Secretarv, Philadelphia, Pennsylvania 

National Warm Air Heating and Ventilating 
Milwaukee. Wisconsin, June 12, 1918 A. W 


Secretary, Columbus, Ohio 


Edwin L. 


Association, 
Williams, 




















CHERRY STONER HELPS MAKE GOOD PIES. 





Doesn't it make your mouth water every time you 
think of eating a piece of nice, delicious cherry pie, 
with big, juicy cherries? And don’t you feel terribly 
disappointed, when, instead of getting pie with big, 
juicy cherries, you are handed two pieces of crust 
with crushed fruit inside, which is hardly visible, and 
from which all the taste has been extracted? You 
would rather not eat any cherry pie at all, than to be 
fooled in such a manner. You ask yourself, “Isn't 
there any way to make cherry pie as it should be made 
without taking all the flavor out of the cherries, or 
has human ingenuity given up in despair the attempt 
to find one?’ Like a ray of sunshine through a dark 
cloud, comes the answer, “The attempt has not been 
given up. A way has been found.” 

The accompanying illustration shows a device which 
the Schroeter Brothers Hardware Company, 717 and 
719 Washington Avenue, St. Louis, Missouri, claims 
solves the problem. The “Home” Cherry Stoner, as 
the device is called, removes the stone without crush- 
ing the cherry. It 
is said to be both 
fast and conveni- 
ent. It is self- 
feeding, due to the 
rocking hopper 
which agitates the 
cherries, causing 
them to into 
the pitting sockets. 
The hopper, which 
is removable, is large enough to hold a dozen or more 
The stoner is operated with a 


roll 





“Home’”’ Cherry Stoner. 


cherries at one time. 
natural thrust of the hand, making it less tiresome to 
the user. The downward thrust of the plunger han- 
dle forces the plunger through the cherries, and at the 
With the return 
from the 


same time forces the stones below. 
or upward stroke, the stone is cleaned 
plunger; at the same time the plunger lifts the cher- 
ries from the sockets, and drops them into discharge 
with a_ cleaning 
This device 


spouts. The stoner is_ provided 
washer of best rubber cloth composition. 
is claimed to be indispensable in the home, hotels, bak- 
eries, candy kitchens, and canneries. Particulars will 
be furnished by the manufacturers upon request. 


+ 
~os> 


MOVES DATE OF OLD GUARD CONVENTION 
AHEAD TWO WEEKS. 





The action of the Executive Committee of the 
Southern Hardware Jobbers’ Association in changing 
the dates of that organization’s convention from June 
11, 12, and 13, 1918, to May 28, 29, and 30, 1918, has 
the effect of moving ahead two weeks the convention 
of the Old Guard Southern Hardware Salesmen. It is 
the custom of this latter body to hold its convention 
on the second day of the three-day meeting of the 
Jobbers’ Association in the same place and city, Hotel 
Traymore, Atlantic City, New Jersey. Therefore, 


the Old Guard convention will. take place May 20, 
1918, instead of June 12, 
nouncecL 


1918, as previously an- 
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RETAIL HARDWARE DOINGS. 





Arkansas. 
J. S. Bonds and Thomas Ingram of Russellville nave pur- 
chased the J. J. Johnson hardware and furniture store. 
linois. 
The Weber and Furnam Hardware Company of Rock- 
ford has been incorporated with a capital stock of $10,000 by 
Clyde B. Weber, Clarence H. Furnam and Gideon A. Conde. 


lowa. 

J. D. Brusnon of Callender, who has conducted a hard- 
ware store in that place, is retiring from business. 

Kestler and Company have purchased the hardware stock 
of J. F. Rhinehart at Chariton. 

John Ahart has sold his hardware and furniture business 
at Dow City to Tim Coieman. 

The Ley hardware store at Germania has been pur- 
chased by Herbert Furst, who will continue the business. 

The hardware firta of Pryor and Cole has been dis- 
solved, Arthur Pryor disposing of his interest to A. C. Cole, 
who will continue the business at Maxwell. 

The Johnson hardware store nas been purchased by Ed 
Wall of Spencer. 

L. O. Bentield has bought the Dunton and MacDonald 
hardware business at Winterset. 

Kansas. 

F, W. Brown has moved his stock of hardware and 
implements at Ash Grove to the new Gerring Building. 

The store formerly occupied by Henry Schrenkler at 
Walker is now being remodeled and equipped for an up-to- 
date hardware store by J. Dreiling. 

Samuel Evans has sold his hardware store at Mortonville 
to Ring and Hill. 

Carey Sowder of Madison, who has conducted a hard- 
ware anc implement business in that town, has taken into 
partnership Harry Colton. 

Missouri. 

The Kelley hardware store at Gilman City has rented 
the building recently occupied by the Casteel hardware store 
and will use it for a storeroom. 

Minnesota. 

Al Schlumpberger, who conducts a retail hardware store 
in Albert Lea, has put in a new stock of hardware. 

Sen and Charles James have purchased the I. H. Moore 
hardware store at Madelia. 

The C. iF. Seeger Company at Oklee has put in a stock 
of hardware. 

T. J. Grosfield has sold his interest in the Shelly Hard- 
ware and Implement Company at Shelly to A. E. Silver and 
James Hanson. 

Oklahoma. 

The hardware firm of Carr and Pritchard at Frederick 
has been dissolved, A. H. Pritchard purchasing the interest 
of J. A. Corr. 

R. H. Hillery and Frank Hillery of the Hillery Hard- 
ware Company in Ryan are putting up a new store under the 
management of the !atter. 

J. C. Comer has purchased the A. B. Hester hardware 
store on West Main Street at Stroud and it is to be known 
as the J. C. Comer Hardware Company. 

R. J. Carter bas sold his stock of hardware at Sulphur 
to the H. J. Polk Hardware Company. 

W. J. Engler nas added a line of hardware to his stock 
of general merchandise at Hardwood. 

Thompson Brothers and Son, Calumet, have opened a 
general hardware business in the building formerly occupied 
by the hardware store of C. C. Thompson. 

North Dakota. 

The Hanson Ellingson Company at Bisbee have sold 
their hardware and furniture stock to Miller and Hunter. 

C. P. Peterson and Company will open a hardware store 
at Dawson. 

The Jamestown Hardware Company, Jamestown, has 
been incorporated with a capital stock of $30,000 by Henry 
B. Allen, Paul N. Allen and George W. Stevenson. 

Tennessee. 

The Gray and Dudley Hardware Company at Nashville 
has sold its retail business to the Keith and Simmons Com- 
pany. 

Texas. 

The Charles Davis Hardware Company has opened for 
business in Bonham. 

The Goolsby-Lindsey Hardware Company of Teague has 
filed a certificate of dissolution. : 

Messrs. R. L. and W. C. Shivers have opened a stock 01 
general hardware, groceries and feed in Crockett. 

Plans are being made for the dissolution of the Masur 
Hardware Company at Lockhart. 

Wisconsin. 

L. D. Vincent has bought a half interest in a hardware 
store at Rio. 

Dan Cotter has sold his hardware business at Montello 
to R. Frank. ° 

The hardware store of Sumner and Morris at Madison 
was destroyed by fire with a loss of over $18,000. 

Edward May has sold his hardware store to Herman 
Friess at Cadett, who will continue the business. 
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ADVERTISING’ CRITICISM AND 
COMMENT 


Helpfui Hints for the Advertisement Writer 








Appropriateness is the distinguishing characteristic 
of the advertisement of J. O. Neill Hardware Com- 
pany which appeared in the Evening Herald of Fall 
River, Massachusetts. Skates are seasonable. The 
time to push them is when the season is comparatively 
young. The well balanced, strongly written adver- 
tisement, which is herewith reproduced, was printed 
in December. It contains no needless words. The 
single commodity, skates, dominates. An effect of 
confidence is imparted to the advertisement by the 
use of a standard, well established brand. The two 
chief classifications of skates are sufficiently well 
brought out in the copy. The price-figures stand out 
boldly. The description in light-face type is a marvel 
of brevity and clearness. “Bright Finish” and “Nickel- 
Plated” convey a picture to the imagination as distinct 
and graphic—perhaps more so—as a whole page of 
perfervid adjectives. 

In consequence of the verbal restraint of the copy- 
writer, there is plenty of white space in the advertise- 
ment to give the necessary sharpness of emphasis to 
the wording and illustration. This is the kind of 
publicity which is certain to individualize the dealer’s 
store in the mind of the reader. It puts no strain 
upon the eye and imposes no burden upon the memory. 
It delivers its message convincingly and tersely. The 


SKATES of #3 


Barney and Berry Lever Skates 
mame 7S | ke... 95e 


| Key Skates 
pitt e115 | Bart. 1.45 


Pair ..,....... &e&@ |] Pair .......--. 


Ladies’ Skates 
IN ALL GIZES AND KINDS 


J. O. Neill Hardware Co. 


130 Bedford Street. Tels. 725—3490. 























j 
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advertisement under discussion is a model of sim- 
plicity of layout and an example of the sort of atten- 
tion-compelling concentration which is so desirable 
an element of advertising. 
* * *K 

Instinctively one feels the working of a wrong 
psychology in the advertisement of the Wilson Hard- 
ware Company which is herewith reproduced from the 
Courier of Ottumwa, Iowa. The emphasis is placed 
upon the closing of the firm’s south side store rather 
than upon the concentrating of its business in a new 
location. A natural desire of interested customers 


would be to know the address of the new location. 
This desire, however, is not satisfied until the very 
last words of the advertisement are reached, where 
the information is disclosed in small, light-faced type. 


We Have Closed 
Our South Side 
Store 


and wish to announce to our many patrons that they will 





receive the same quality of good merchandise, prices, etc., 


at our new location. 


We also have for sale a National cash register, ‘24-foot 
wall case, 3 floor show cases, wrapping counter, table and 


numerous other fixtures. 


Wilson Hdw. Co. 


Successors to Shea-Spilman Hardware Co 
Phone 270 “If It’s Hardware, It’s Here” 210 E. Main 











As against the clamorous black-face letters of the first 
three lines of the advertisement, this address is only 
the feeble piping of a fledgling. There is no direct 
statement that the Wilson Hardware Company intends 
to continue in business. The news that they so intend 
is conveyed by indirect statement. The advertisement 
fails to mention articles for sale at the new location. 
Its offering a National Cash Register and other equip 
ment of the old store for sale would better have been 
made in a separate classified advertisement. Thi 
firm’s motto, “If It’s Hardware, It’s Here,” is so good 
that it deserves to be displayed with the force which 
is really resident in the idea itself. As printed in th 
advertisement it is not typographically differentiated 
from the other words of the line in which it occurs 


What do | consider the nearest approximation to 
happiness of which the present human nature is 
capable? Why, living on a farm which is one’s own, 
far from the hectic, artificial conditions of the city 

a farm where one gets directly from one’s own soil 
what one needs to sustain life, with a garden in front 
and a healthy, normal family to contribute those small 
domestic joys which relieve a man from business 


strain.—Thomas A. Edison. 
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HEATING AND VENTILATING 












WARM AIR HEATER MANUFACTURERS 
POSTPONE MEETING. 





A special meeting of the Warm Air Heater Manu- 
facturers was called by President D, Rait Richardson, 
for Tuesday, January 15th, at the Hotel La Salle, 
Chicago, Illinois. Matters of great importance were 
to have been discussed at this session. The wide- 
spread disorganization of railroad traveling facilities, 
however, rendered it practically impossible for a suf- 
ficient number of the warm air manufacturers to reach 
Chicago in time for the meeting. It was, therefore, 
deemed advisable to postpone this session for one 
week. It is thought that in the meantime the rail- 
roads will have assumed their normal conditions and 
that no difficulty will be experienced by the manufac- 
turers in reaching the meeting place in time. The 
date, therefore, has been postponed to Tuesday, Jan- 
uary 22, 1918, at which time it is hoped that a suf- 
ficiently large attendance can be secured. 





STANDARD FURNACE AND SUPPLY COMPANY 
HOLDS ANNUAL MEETING. 


The Standard Furnace and Supply Company of 
Omaha, Nebraska, held its annual meeting on Thurs- 
day, January 10. At the meeting it was decided to 
increase the capital stock from $25,000 to $150,000 for 
the purpose of conducting business on a more ex- 
tensive scale. A banquet was given by the company 
to the Sheet Metal contractors of Omaha and vicinity. 

The officers elected at the meeting are as follows: 

President, Frep Nessir. 

Vice-President, EARL NEsBIT. 

Treasurer, CHARLES OWENS. 

Secretary, GEORGE HARMS. 





NATIONAL WARM AIR HEATING AND 
VENTILATING ASSOCIATION OMITS 
MID-WINTER MEETING. 





After careful consideration, the Executive Commit- 
tee of the National Warm Air Heating and Ventilat- 
ing Association has reached a decision to omit the 
mid-winter meeting of that organization this year. 
This decision was influenced by many cogent reasons, 
not the least of which is to be found in the unusual 
conditions prevailing which make it imperative that 
railroad travel be held at a minimum. For the assur- 
ance of members who may be worried by the elimina- 
tion of this mid-winter meeting, the Executive Com- 
mittee announces that, should anything develop re- 
quiring a special meeting, appropriate action will be 
taken for the calling of such a session. 


The energies which would have been expended 





upon the mid-winter meeting are to be devoted to 
planning for the annual convention of the National 
Warm Air Heating and Ventilating Association, which 
is to take place June 12th in Milwaukee, Wisconsin. 
At the last convention of the Association it was under- 
stood that an advertising campaign was to be inagu- 
rated in the early Spring in co-operation with the 


Testing Plant at the University of Illinois. Later de- 
velopments, however, have rendered it inadvisable to 
carry on such a campaign, particularly in view of the 
statement of Professor Willard that, owing to war 
conditions, the completion of the Testing Plant has 


been delayed. 
e+ 


UTICA HEATER COMPANY SALESMEN HOLD 
ENTHUSIASTIC MEETING. 





What is declared by all concerned to have been the 
most enthusiastic convention of Utica Heater Com- 
pany salesmen took place in the English Room of 
Hotel Utica January 8, 9, and 10, 1918, in Utica, New 
York. Every man present gained desirable informa- 
tion from the speeches and reports of his fellow sales- 
men. The only difficulty experienced by the presiding 
officer of the meeting was in keeping the speakers 
from going beyond the time-limit allotted to them for 
the topic to which they were assigned. 

The meeting was opened with a general address by 
Edward Norris, president of the Utica Heater Com- 
pany, who discussed the selling problems of the Com- 
pany in their broader aspects. He gave a keen and 
sane analysis of the effect of war-time conditions on 
the problems. His conclusions were characterized by 
a vigorous hopefulness which did much to strengthen 
and inspire the assembled salesmen. With an earnest 
sincerity he complimented them upon their achieve- 
ments during the past year and expressed confidence 
in the maintenance of a high average of sales during 
the present year. 

C. E. Hodges, vice-president and Eastern sales man 
ager of the Company, gave an instructive and intensely 
practical talk on the subject, “How to Develop Old 
Customers.” James Doherty, Western sales manager, 
Chicago, Illinois, spoke with equal forcefulness on the 
counterpart of the vice-president’s subject and dis- 
closed much information on “How to Develop New 
Customers.” Every salesman at the gathering made an 
appropriate speech bearing upon the chief topic of sell- 
ing the Utica Heater Company’s products. Thirty 
minutes were allowed for general discussion after each 
address. 

Speeches were made by William Lowrey, treasurer 
and secretary of the Company; William McConnell, 
sales representative for Western New York; M. A. 
Cavanaugh of Scranton, Pennsylvania, representative 
for Pennsylvania; William Arnot, representative for 
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Northern New York; A. F. Hem of Chicago, assistant 
Western sales manager; Mr. Seltzer, sales representa- 
tive at Washington, D. C.; Mr. Ryder of Baltimore, 
Maryland; Mr. Thomas, sales representative for Ohio 
and portions of New York; D. M. Morphy, Illinois 
representative ; S. Phelps, representing Wisconsin; L. 
J. Brien, representing Michigan; and C. E. Morgan, 
sales representative in Chicago, Illinois. The meeting 
closed with a banquet in the Gold Room of Hotel 
Utica, and the salesmen dispersed to their several ter- 
ritories with high spirits and renewed enthusiasm. 


se 


MEETING OF HEATING AND VENTILATING 
ENGINEERS IS TO HAVE SIX SESSIONS. 


For convenience of discussion, the program of the 
annual meeting of the American Society of Heating 
and Ventilating Engineers is divided into six sessions, 
which are to be held in the Engineering Societies 
Building, 29 West 39th Street, New York City, Jan- 
uary 22, 23 and 24, 1918. The opening session, which 
begins at two o'clock Tuesday afternoon, January 
22nd, will be devoted to the business affairs of the 
organization. It is to be followed by a professional 
session in which the chief subject for deliberation will 
be a paper by Professor John R. Allen, Dean of the 
College of Engineering and Architecture, University 
of Minnesota, formerly Dean of the Engineering Col 
lege of the University of Michigan. 

The second session at eight o'clock Tuesday evening, 
is to be taken up with an address by H. C. Gore, 
Chemist of the United States Department of Agri- 
culture; and by two technical papers, one on High 
Temperature Drying by B. S. Harrison, and the other 
on The Temperature of Evaporation by W. H. 
Carrier. As announced in last week’s issue of 
AMERICAN ARTISAN AND HARDWARE ReEcorpD, there 
will be no meeting Wednesday morning, January 23rd, 
so that out-of-town visitors may spend a few hours 
in shopping, sight-seeing, or in any other way that suits 
their fancy. Wednesday afternoon, the third session 
will begin at two p. m. and will be confined to the 
topic of Fuel Conservation. The opening address will 
be delivered by L. P. Breckenridge of the Council of 
National Defense on Fuel, representing the United 
States Fuel Administrator. An address will also be 
given by O. P. Hood, Chief Engineer of the United 
States Bureau of Mines. The engineering phase of 
the session will be treated by Perry West in a paper 
entitled “Economy in Fuel,” and by William M. 
Mackay under the title of “Fuel Conservation.” 

The fourth session, Wednesday evening, January 
23rd, will convene at eight o’clock. The entire session 
will be given up to general discussion of Report of 
Committee on Code for Testing Low-Pressure Heat- 
Thursday morning, January 24th, at ten 
This session 


ing Boilers. 
o'clock, the fifth session will take place. 
is to be exclusively for the study of Warm Air Heat 
ing. D. Rait Richardson, president of the National 
Warm Air Heating and Ventilating Association, will 
make the opening address. Papers will be read by M. 
William Ehrlich on The Engineering of Warm Air 
Furnace Heating; by B. S. Barrows on Answering 
Fuel Needs with a New Heating System; and by E. 
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R. Knowles on Dust, Its Elimination and Conserva- 
tion. 

The sixth and concluding session, beginning Thurs- 
day afternoon, January 24th, at two o'clock, is desig- 
nated on the program as the Professional Session. 
Papers will be read by Frank N. Speller, R. G. 
Knowland, H. L. Alt, A. J. Wells, and J. E. Emswiler. 
At the conclusion of this session the new officers for 
the current year will be installed. They are as fol- 
lows: 

President, FrepERICK R. STILL. 

First Vice-President, WALTER S. TiMMIs. 

Second Vice-President, E. Vernon Hit 

Treasurer, HoMerR ApDAMS. 

Secretary, C. W. Onerr. 

At seven o'clock Thursday evening, at the Hotel 
Astor, the annual dinner of the American Society of 
Heating and Ventilating Engineers will be held. 








SATISFIES TRADE AND INCREASES BUSINESS. 


One of the most peculiar traits in human character 
is the desire to spread news. This may sound rather 
In fact, many people become in 


The men 


startling to some. 
dignant when they hear such a statement. 
say, “Women like to gossip; women spread news all 
around.” The women quickly reply, “Just listen to 
a crowd of men talk, and you will find out that the 
men, and not the women carry tales.” We do not wish 
to defend the women in such a dispute, nor do we favor 
the men. We, rather, collect the information from 
both sources, combine the two views, and declare that 
men and women both like to report things. It is sim 
ply inherent in our natures. The business world fur 
nishes many evidences of this. When people buy any 
thing, and do not think that they have gotten their 
money’s worth, they immediately complain about it to 
On the 

when 


their friends. 


other hand, 
















they are satisfied, 
they tell their friends 
the glad news. It is 
clear, therefore, that 
satisfied customers 
mean increased busi- 
The Beaver 
Warm Air Heater, 
illustrated herewith, 
and manufactured by 
the Danville 

Stove anda 
M anufactur- 
ing Company, 
Danville, 
Pennsylvania, 
is declared to 
be a great business builder because it satisfies the cus 
It is claimed that Beaver Warm Air Heaters 


ness. 


Air Heater. 


The Beaver Warm 


tomer. 
are powerful, durable, economical, and easily man 
aged ; that there is no escaping of poisonous gas, that 
there is no dust or sifting of ashes, and that they main 


tain uniform heat. A catalog containing full informa 


tion will be mailed by the manufacturers, upon request. 
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Conditions Are More Rosy for Warm Air Heater 
Manufacturers Throughout the Country 


Written for AMERICAN ARTISAN by Andrew Abbstt. 








A most hopeful and encouraging change is clearly 
discernible among the Warm Air Heater people, man- 
ufacturers and installers, more particularly among the 
sales managers and salesmen representing the manu- 
The change is not a subjective one. It is 
It is a 


facturers. 
not the result of any theoretical optimism. 
change which comes in response to improvements in 
the situation which are of a nature that warrants a 
hopeful outlook from every angle of Warm Air Heater 
industry. The sales managers and salesman repre- 
senting the manufacturers of this industry are known 
for their sound, practical common sense. They are 
not the sort of men who build extravagant hopes upon 
flimsy foundations. When, therefore, they express 
the opinion that the industry is taking on a favorable 
aspect with regard to future business, the inference is 
justified that they have substantial reasons upon which 
to base their conjectures. 

On a trip which I made through the Middle West two 
months ago there was deep gloom among the Warm 
Air Heater manufacturers. Apparently not a single 
gleam of hope was able to penetrate the pall of pes- 
simism which hung over them. The Warm Air Heater 
manufacturers at that time could not see as far into the 
future as a belated traveler in a London fog. So far 
as they were able to perceive anything at all or to 
conjecture the probabilities, there was no pleasing 
prospect in store for them for the year 1918; and the 
threatened aggressive attitude of the union molders 
and labor unions in general, did not help dispel the 
gloom. 

I have just returned from another trip through prac- 
tically the same territory. The pall of pessimism has 
dissolved like a mist before the sun. Gloom no longer 
envelops the manufacturers and sales folk as during 
my former journey. Everywhere the feeling has been 
improved and life is once more worth living. The 
Warm Air Heater people are finding their way about 
again. The fog has disappeared. While it is true that 
war-time conditions make it still impossible to conduct 
the industry according to the normal trade which pre- 
vailed before 1914, nevertheless, there is no sufficient 
reason for believing that everyone connected with the 
Warm Air Heater industry will be able to maintain a 
reasonable degree of prosperity and success. 

The reports of the building papers indicated an 
enormous falling off in building enterprises. Building 
material people joined in the feeling of depression con- 
sequent upon such reports. The influence of their 
depression spread itself for a time into the Warm 
Air Heater ranks, but was soon dissipated. The Warm 
Air Heater maker has had time to give the subject 
more extended thought. As a result he realizes that 
the Warm Air Heating industry is not affected by 
the abandonment or postponement under stress of 
war conditions of the construction of new sky scrapers, 


apartment houses, and office buildings. As a matter 
of fact the warm air heater man never did—and there 
is not the faintest likelihood that he ever will—furnish 
Warm Air Heaters for this class of structures. 

The country is prosperous. There is plenty of 
money and the people—the farmers and the towns and 
villages dependent upon the farmers—were never so 
prosperous and they are all going to build new homes, 
new school, new barns, new garages, and all kinds 
of buildings. The class of buildings that they are 
going to construct will not fall under the ban of those 
proscribed by Uncle Sam. The farmers and villagers 
will not have to go to the bank to borrow money for 
this class of buildings. 

And this is the class of buildings that will need 
Warm Air Heaters and this is the cause of the change 
in the sentiment among Warm Air Heater people. 
They are getting out their literature to reach this rural 
element and they expect to do business. 

I was fortunate enough to be in New York last 
week and was present at the conference in Secretary 
Conchar’s office called by D. Rait Richardson, presi- 
dent National Warm Air Heating and Ventilating As- 
sociation, at which it was the expressed intention of 
most of the manufacturers present to advance the sell- 
Why they didn’t make an 
Conditions cer- 


ing prices seven per cent. 
advance of ten per cent is beyond me. 
tainly warrant it. 





MANUFACTURERS ADVANCE PRICES ON 
WARM AIR HEATERS. 


Pursuant to a call of D. Rait Richardson, president 
National Warm Air Heating and Ventilating Asso- 
ciation, a meeting was held last week at the office of 
Secretary Conchar in New York City. At this meet- 
ing, the Warm Air Heater manufacturers of New 
York City and the East discussed the conditions of 
the Warm Air Heating industry, the labor situation, 
and the cost of supplies. It was the opinion of most 
of the manufacturers present that an advance of seven 
per cent would be desirable on the selling price of 
Warm Air Heaters. 

Complete unanimity of judgment in this matter, 
however, was not achieved at the meeting. So it comes 
to pass that some of the manufacturers will advance 
the price to the extent of 5 per cent. Others will make 
an advance of 10 per cent. The majority of the manu- 
facturers, however, will advance the prices of Warm 


Air Heaters 7 per cent. 
~-eoo 


The turn-over is the key to retail success. What 
the turn-over means for the retailer may be seen from 
the fact that one dollar invested twelve times in one 
year will yield a greater percentage of profit than 
twelve dollars invested once. 
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PRACTICAL HELPS FOR THE 
TINSMITH 








PATTERNS FOR WALL COPING. 


KOTHE. 
sheet 


BY O. W. 
Wall copings finished with 
sheet metal workman considerable employment. 
could be more of it but many employers and foremen 
are in the habit of speaking of tile and terra cotta 
copings, instead of suggesting sheet metal. It is all a 
process of education, and the more sheet metal work 
the more there will be to do. 


metal offer the 


There 


is boosted, 
The accompanying drawing offers a good problem. 


desired length and inclination. Next, determine the 


miter lines A-E by placing a paper strip as at X, and 
transferring it to position X’. By projecting hori- 
zontal lines from section “A” and describing ares from 
the center a, from the strip X’, we establish the miter 
line A\-E. 
center c. same 
as A-E. The 


oval may be described in any one of a dozen different 


The long side of oval is described from 
The miter line B-l* is established the 


Then follow the lines up as shown. 


methods just so we retain the width A-B and the depth 
C, as the gable moulding will be too long for convenient 


























Secr ah 














































INCORRECT METHOD 


¥ 6. 








Altogether too often we see the circular oval part made 
This leaves a very 
should 


in gore method as in Number 6. 
unsightly appearance which the workman 
avoid. This is due in many instances to workmen who 
are not familiar with the sweep method, and get it 
out by the gore method. Other times the employer 
gives orders to get it out this way because he figured 
the job too cheap. 

The first step is to draw the section of moulding 
“A” working form a wall line, and then divide all 
curved lines into equal spaces as from 1 to 13, num 
bering each point in bend as shown. Next, draw the 
\ and then measure the length A-B for 
Then add B-G and the vertical 
to the 


top line 2-, 
across the half oval. 
member G-I after which draw the gable line 


laying out the center miter line is shifted over as line 
K-L. To save separate developments for several pat 
terns the miter G-H as G’-H’. This 
completes the development for setting out the patterns. 
” represents a return around 


is transferred 


Observe the section “A 
the corner of the building which also requires a miter. 
So pick the stretchout from Section “A” and set it off 
as from 1 to 13 in pattern number 1. Draw stretchout 
lines parallel with 2-A, and from each point in section 
‘A” erect lines cutting stretchout having similar num 
‘to 13’. This gives the miter 
In the same way project lines 


from each point in the miter A-I 


ber as in points from 
for the square return. 
cutting lines in the 
stretchout having similar number as A’-[-’. 
the pattern for the horizontal mould 


This gives 
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While projecting patterns it is best to also lay out 
the patterns at number 2. Step off the stretchout as 
1-13”. Draw horizontal lines parallel with gable 
incline. Irom each point in the miter line I-J ; G’-H’; 
K-L, project lines into stretchout intersecting those 
having similar number. This gives miter cut I’-]’; 
G”-H” and K’-L’. 

The next step is to lay out the patterns for the part 
oval. The detail ““M” shows how the seams are made. 
It is always best to sketch a detail like this before go- 
ing ahead so a person knows just where to allow laps. 
Observe from the elevation drawing how the radius 
lines extend upward in order to sweep the oval. There 
fore, extend the wall line as D-c and with dividers 
pick the lengths d-b and set it as D-b. Next pick the 
radius d-c and set radius as D-c. From c and b, draw 
horizontal lines. Then draw the radius line through the 
ogee of section “A” so as to average it up and extend 
it, cutting the center lines in points b’-c’. In the same 
way treat the cove by extending the line h-i to intersect 
the horizontal lines in points b”-c”. These are the radii 
lines for striking the blank pattern. Observe the line 
5 and the line 9 of elevation is spaced equally between 
divisions for obtaining the stretchout for pattern. To 
describe the ogee set compass equal to radius c’-f, and 
using any place as c’ as center, strike arc f’. 

Next pick radius c’-g and using c’ in pattern as 
center, strike are g-g. Then step off the stretchout on 
the center arc which is described equal to radius c’-5. 
Next set dividers to b’-f and set as f in pattern as cen- 
ter, marked point b.’.. Then use these as centers and 
strike the end arcs g’-f’ and measure the stretchout 
from spaces in elevation. It is always best to make 
these blank patterns a little longer on account of cut- 
ting and fitting the miter when assembling. The cove 
is laid out in the same way using radii c”-i-h and strike 
the arcs in pattern. The end arcs are described with 
radius b”-i-h. The stretchouts are marked off to equal 
the distance in elevation. It is best to make them an 
inch or so longer for cutting and fitting the miter. 
The straight members of the oval are already patterns 
in elevation only laps are allowed as shown in patterns 
number 5. These edges can be turned in a burring 
machine to overlap the ogee and cove as shown in 
sketch “M.” 

The block letters in the gable enclosure would have 
to be detailed full size and then punched off, leaving 
the face in a one piece. The edges would be stripped 
so as to project from 34 inch to 1% inches from the 
wall. The height of the building will dictate the size 
of letters and their projection. Each sheet metal 
worker should make an effort to see himself turther 
ahead at the ending of 1918 than he was in the be- 


ginning. That is progress. 
MANUFACTURER OF SUBMARINE TANK 
HEATER. 


To AMERICAN ARTISAN AND HARDWARE REcoRD: 
Can you advise who makes the Submarine Tank 
Heater ? 
SUBSCRIBER. 
Muscatine, Iowa, January 17, 1918. 


January 19, 1918. 


ILLINOIS SHEET METAL CONTRACTORS HAVE 
MEETING OF DIRECTORS. 





A meeting of the directors of the Illinois Sheet 
Metal Contractors’ Association was held Thursday 
afternoon, January 17th, at two o'clock in the Audi- 
torium Hotel, Chicago, Illinois. Fred De Coningh, 
president of the Association, occupied the chair. In 
attendance were the vice-president, Rudolph Jobst of 
Peoria; David M. Haines of Chicago, secretary of the 
organization; Ifrank T. Reuter of Kankakee, treas- 
urer. Also, the following directors were present: 
Charles M. Louis of Peoria, Harry C. Knisely of Chi- 
cago and George Harms of Peoria. Application for 
membership in the Illinois Association was received 
from the Lake County Sheet Metal Association of In- 
diana. Inasmuch as the members of this body are all 
located close to the Illinois line, they decided to become 
affiliated with the strong Illinois organization and thus 
come into relationship with the National Association. 

A number of invitations from various towns in IIli- 
nois were placed before the meeting of the directors, 
and it was decided to accept the invitation of the Sheet 
Metal Contractors of Springfield, Illinois, to hold the 
Convention in that city. Arrangements for this pur- 
pose, subject to final approval, have been initiated. 
The Convention is to take place February 5 and 6, 
1918, and special efforts are being made to procure a 
large attendance. 


-e- 


BOSTWICK STEEL LATH COMPANY 
INCREASES STOCK. 


The Bostwick Steel Lath Company of Niles, Ohio, 
has done so phenomenal a business during the last 
year that the need for enlarging the plant is very 
urgent. Consequently, at a recent meeting of the 
stockholders it was decided to increase the stock from 
$100,000 to $400,000 in order to take care of the grow- 
ing business. 


a 


PRESENTS PROBLEM IN HYDRAULICS. 


To AMERICAN ARTISAN AND HARDWARE REcorD: 

Kindly explain the following difficulty: If you take 
a twenty-pound tank full of water and place it ten 
feet from the floor with a one-inch pipe leading there- 
from to the floor having a faucet at the lower ex- 
tremity, will there be more pressure at the faucet than 
if the tank were placed a hundred feet from the floor 
with a one-inch pipe a hundred feet long and the 
faucet in the same place, namely, at floor level? Will 
the difference in the pressure at the faucet placed ten 
feet from the tank and the faucet placed a hundred 
feet from the tank be only the difference of the weight 
of the water in the one-inch pipe, that is to say, a 
difference of ninety feet? 

Respectfully yours, 
P. J. MILLer. 
Sherwood, Wisconsin, January 16, 1918. 
+2 

Treat your farmer customers as you want your 
wholesaler to treat you, if you expect to get and hold 
their business. 
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ST. LOUIS SHEET METAL CONTRACTORS 
AND CONSUMERS HOLD ANNUAL 
MEETING. 


Undaunted by a terrifying ten-below-zero blizzard, 
which held the city of St. Louis in its grip, the mem- 
bers of the Sheet Metal Contractors’ Association and 
the Sheet Metal Consumers’ Protective Association of 
St. Louis, Missouri, valiantly fought their way through 
the storm to the City Club in the Board of Education 
Building, 907 Locust Street, and triumphantly gath 
ered for the annual banquet and installation of officers 
of their respective organizations, Saturday evening, 
January 12, 1918. Notwithstanding the inclemency of 
the weather the attendance was as nearly normal as 
in more propitious circumstances. The officers for 
the current year were installed by the president of the 
National Association of Sheet Metal Contractors, 
George Harms, who made a special trip for that pur- 
pose from Omaha, Nebraska. The journey usually 
requires twelve hours, but it took Mr. Harms twenty- 
four hours to cover the distance because of delays 
caused by the raging snow-storm through which the 
He arrived, however, in 
The officers in 


train was compelled to pass. 
time for the meeting and banquet. 
stalled for the Sheet Metal Contractors’ Association 
of St. Louis are as follows: 

President: Orto E. Ciuss; 

Vice President: Henry STARK; 

Secretary: EE. B. LANGENBERG; 

Treasurer: - JOHN CLEMENS; 

Sergeant-at-Arms: JuLius GEROCK. 

The following officials of the Sheet Metal Consum 
ers’ Protective Association of St. Louis, Missouri, 
were also inducted into their respective positions of 
trust for the year 1918: 

President: H.W. SyMmonps; 

Vice President: Wm. KoeELscu; 

Geo. E. KonLMEYER; 

Treasurer: FRANK T. BOKERN; 

Sergeant-at-Arms: Wma. LAMBERT. 

The president of the National Association of Sheet 
Metal Contractors, George Harms, delivered the prin 
cipal address of the evening. It was characterized by 
a practical enthusiasm and forthright sincerity which 
made a profound impression upon the gathering. He 


Secretary : 


spoke as follows: 


Address of George Harms, President National Association 
Sheet Metal Contractors. 

At this time of the year, most people are invoicing. They 
are figuring up the results of the year just past, and also 
laving plans for the future. I have lately attended a num- 
ber of such graduating exercises, finishing the business of 
1917 and commencing it for 1918. 

Inventory is an absolute necessity. This 
It applies first to your own self; next to 


applies to 
everything you do. 
your home and relatives; to your country; and to your busi- 
ness and associations. 

Says Self-iInventory Is Needed. 
“once-over?” If so, 
In the analysis of 


Have you giver yourself the was 
the result of this inventory satisfactory ? 
yourself, have you detected anything wrong? 
found that you have not made proper use of your oppor- 
tunities? Have you neglected to use your God-given ability 
and taken no chance whatever of your possibilities? If the 
results are unsatisfactory, what have you decided to do in 


Have you 


the future? 
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Indicates Value of Friendships. 

What does your inventory show with regard to your 
home and relations? Is everything satisfactory or is the 
proper love, good fellowship, and friendship missing? If 
so, probably it’s up to you. I’ve seen some people who are 
always alone. 

The grouchiest folks that I ever have met, 

‘Lhey never have friends, they can claim as their own, 

I've -wonderea some, why friends they can’t get, 

It's now very plain, why friends they can’t gain, 

And why they are left like a box on the shelf, 

I've figured it out, beyond any doubt, 

The way to get friends, is to be one yourself. 
Patriotism. 

Right now it’s 


The Duty of Practical 

If this fits your case, change right now. 

of utmost importance to invoice your past with reference to 
On account of the struggle 
expects 


your duties toward your country. 
waging across the ocean, your Government 
your help. You may not be able to shoulder a gun, you may 
not fight in the trenches, but you can stand back of our 
brave boys with good advice, with hard work at home, and 


now 


with your money. 
Have you assisted the Red Cross? Have you given to 
the Y. M. C. A. and War Relief? Have you done your bit 
so that we can and will win this war? 
so that our glorious emblem of liberty shall not be insulted, 
tloat this land of the free and 


Have you assisted 


that it shall forever over 
the brave? 
Your flag and my flag! 
And oh, how much it holds, 
Your land and my land, 


Secure within its folds. 


Your heart and my heart, 
Beat quicker at its sight, 
Sun wind tossed, 


Red 


kissed and 


and blue and white. 
The one flag, the great flag, 
The flag for me 
Glorified all else beside, 

The Red and White and Blue! 


How about your business inventory ? 


and you, 


Does it show the 


results you anticipated? Last year has been very peculiar 
in many respects, but there has never been a time when there 


were more chances to make a little money. | met a banker 


who said that any business man who was not 


the other day, 
had not shown 


in condition to square his bank account, 
proper business ability and could hardly be trusted for any 


further accommodations from his bank. This statement may 

appear just a little strong, but it is quite true, nevertheless 
Advises Stopping of Business Leaks. 

not, investigate where the 

leaks? Your 


The year 


prospered? If 
there 
Pian for the 


Have you 
invoice 


1918 


been = any 
future. 


fault ilies Have 
will 


sheculd show it 


have just as many good things to offer as the years before 


Profit by your inventory and bv the results obtained by 


others Start over and get on the right track 
Being snow bound on the train on my way from the 
West, I had an abundance of time to think about several 
annua! meetings I attended lately. My memory drifted back 
to the time when most of them started in a very moderate 
way, with nothing back of them and only the dim future 
ahead 
Success Is the Strongest Motive. 
| followed them through their various career their 
ups and downs, their trials and pleasures, and a thought 
struck me that might interest this gathering tonight. Why 


do we all work, worry, and think so much about our busi 
Why all this hustle and bustle, day and night? 


ness affairs ? 
Why do we aim to 


Why do we 


plan improvements ? 


accomplish more than we have in the past? Why _ take 
gvambler’s chances on certain investments? Is it all for 
the great big dollar? To a certain extent, yes; but this is 
not the real reason. What is it? One little word in the 
dictionary, one that is mentioned qrite often, but not under 


stood by all. It is the little word “Success.” 
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The rivalry for success passes through all stages of 
human life. Children at play try to beat in their little games. 
Soys and girls at school try to master the different problems 
that are given to them and are pleased when they succeed. 
Young men and women leave school and go out into the 
world with a determination to make their mark, to be suc- 
cessful in the duties entrusted to them. 
Defining Elements of Success. 

Gentlemen, why are you engaged in the Sheet Metal 
business—merely to have a loafing place, or to pass the time? 
J] yuess not! You're in the game to win. 

It's very apparent that success is the one great target 
that we are aiming at. [i anyone should suggest a way 
that would assure you of this in every transaction, you'd 
grab it quickiy, wouldn’t you? I will offer you a sure cure, 
a certain remedy, one that has been tried and never failed. 
If you have already used it, you will readily verify my 
statement. This is Co-operation. 

Explains the Meaning of Co-operation. 

The keynote of all successful business is co-operation. 
Co-operation means team work within the organization, 
team’ work with your employes, and team work with your 
customers. !1{ brings bigger results, better profits, and 
greater satisfaction than individual efforts. 

Competitors in trade, producer and consumer, em- 
ployer and employe, the private individual and the public, 
all secure the best results if they work together. The suc- 
cess of one along legitimate lines means the benefit of all. 
The failure of one means loss to all. You all know that co- 
operation and organization are practically one and the same. 

You, gentlemen of St. Louis and vicinity, have already 
shewn what can be done threugh organization and co-opera 
tion, many will willingly testify to the results and success 
obtained on account of your affiliation with the association 
It is true, however, that you can get no more out of any- 
thing than you are willing to put into it. 

We Get Out No More Than We Put In. 

\ story is told about a minister who was spending his 
vacation in the mountains. <A little chape! had been crected 
in which different ministers that came, would preach. He 
let it be known that he wonid conduct services on next 
Sunday. Quite a number of people came. After the sermon, 
they all left quietly, none stopping to greet the minister. 
He very well knew he had not interested his hearers. When 
he left church, he saw a contribution box in the rear of 
the church. ite dropped a half dollar into it. He had not 
gone far when the janitor calied and asked him to stop. 
When he approached, he said it was the custom that all 
money that was in the little box, was for the man whe 
preached. He, therefore, gave him the amount he found 
and handed him a half dollar. The minister took it and 
departed. A little boy was with him. They walked along 
quietly. At last the little boy said to him, “You didn’t get 
much for preaching.” Nothing further was said for some 
time. The boy again spoke up and said: “If you had put 
in more, you would have received more, wouldn't you?” 

That’s it, gentlemen, you get out of your organization 
only according to the amount you put into it. If you attend 
to the duties imposed on you, if you come to the meetings 
and take part in the discussions, give and take advice, you 
will participate in the benefits. 

Says National Association Is Growing. 

The National Association of Sheet Metal Contractors 
is working along lines of co-operation. Its activities are 
increasing very rapidly, and its powers as a factor in the 
Sheet Metal Industry are gaining in strength right along. 
Reports to our Secretary from many sections of the United 
States are very encouraemyg. New Members are enrolled 
both from small towns and large cities. When we meet in 
Milwaukee next June, we hope to show elegant results. I 
want to congratulate the St. Louis Association for the proud 
position they have attained and to thank them for the good 
work they have done for the National. 

1 look forward to the time when our Association will 
stand as a large solid mountain amongst Trade Associations 
and on the sides of this mountain, will be inscribed in large 
letters the word “Co-operation.” On the very top of this 
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mountain we will show a sign in flaming letters that can 
be read all over the world. This sign will contain the one 
great word “Success.” 

The newly elected president of the Sheet Metal 
Contractors’ Association of St. Louis, Otto E. Cluss, 
who has served the organization for seven years as 
secretary, spoke briefly and very much to the point 
upon the topic of competition versus co-operation. 
The following is his speech in full: 

Speech of Otto E. Cluss. 

What contributes to the success of your business— 
Competition or Co-operation ? 

If it is competition, you can easily create more of it, if 
veu believe you need it. 

If it is ec-operation, you must contribute your share of 
Co-operation through your associations. 

There are certain facts about your business you cannot 
obtain as individuals, for instance, What was the amount 
of business done in this city in 1917 in warm air heater in- 
stallation, fire doors, metal windows, sheet metal work on 
new buildings and sheet metal repairs on old buildings? 
This is a matter of statistics that can be compiled by the Asso- 
ciation. Provided you contributed your share, it would be 
of great value for you to know: 

What was the percentage of gross profits, on this work? 

What was the percentage of overhead cost? 

What was the percentage of net profit? 

What was the percentage of work done at actual loss? 

What per cent is the estimating cost, to the contract 
price of all parties bidding on a certain job? 

You know there are some jobs where the estimating cost 
of all parties figuring on the job is more than the labor 
cost. Why not pool this cost and make the customer a pres- 
ent of it? It would be better business policy than our pres- 
ent method. We would be making money by this plan. 

Are you entitled to be paid for the expenses incurred 
by estimating on a job you do not get? If you believe you 
are, what are you doing to remedy this unfair feature in 
the present method of conducting your business? 

These questions and others of equal importance cannot 
be solved by any individual. They are work for your Asso- 
ciation. Your associations are only equal to the task of 
doing such work as directed by the individual members and 
to be effective we must have the co-operation of every sheet 
metal contractor in the city. 

Think this over, if you believe competition is the proper 
way to conduct your business, continue as you have in the 
past. If you believe co-operation will help you in your busi- 
ness join us in our association work for mutual benefit 
You will find the latch-string of our Association door hang- 
ing on the outside at all times, ready to admit you to our 
deliberations. 1 thank you. 

The banquet was a pronounced success, not only 
from a gastronomic point of view but by reason of 
the high spirits of good fellowship which prevailed 
throughout the evening. Christ Sodemann of the 
Sodemann Heat & Power Company, acquitted himself 
with much credit in the rdle of toastmaster. Leo 
Donnewald was the efficient director of entertainment 
and received many encomiums upon the cleverness 
and originality of arrangement. The affair was 
brought to a fitting climax by all present singing the 
national anthem. The assembly dispersed with the 
firm determination to put into practice to the ultimate 
figure the slogan of the Association, “One hundred 
strong to Milwaukee.” There is every likelihood, 
judging from spirit of the foregoing meeting and ban- 
quet that the St. Louis sheet metal contractors wii! 
be represented in the June, 1918, convention of their 
National Association in Milwaukee by record-break- 
ing delegation. 
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FURNISHES SAMPLES OF SHOP TICKETS. 


In response to the request of William Koch and 
Son Hardware Company of Hope, Kansas, for a 
satisfactory method of keeping a record of shop work, 
published on page 38 of the January 12, 1918, issue 
of AMERICAN ARTISAN AND HARDWARE REcorD sev- 
eral answers have been received. The Mellish-Hay- 


MELLISH-HAYWARD CO. 


SHOP TICKET 





Oe 


Name 











Mellish-Hayward Company Shop Ticket. 


ward Company of Chicago sends a detailed explana- 
tion of its system for handling business in the shop 
and gives samples of job tickets and sheets which are 
herewith reproduced. The description of its system 
is as follows: 

To AMERICAN ARTISAN AND HARDWARE REcoRD: 

Replying to the inquiry published on page 38 of the 
January 12, 1918, issue of AMERICAN ARTISAN AND 
HARDWARE REcorD concerning job tickets, sheets, etc., 
for handling business in the shop, we are pleased to 
furnish you with the blanks on which we carry for- 
ward our work, and which are enclosed herewith. 

We have a job book with spaces approximately 6x12, 
which are numbered consecutively for each job. Then 
when a job comes in it is entered up in the proper 
There are spaces for mechanics’ 
Corresponding 


space, with details. 
and helpers’ time, also for material. 
with the entry made in the book, is a job ticket, car- 
rying a corresponding number with the name, address, 
and necessary details concerning the job, with our 
number for the work. 

We have a stamp, which we apply at the bottom of 
this ticket, in which space the foreman makes a record 
of the mechanic's and helper’s time, also the material 





MATERIAL TICKET 


MELLISH-HAYWARD Co. 




















Job No. Date 
Galv. Black les Bars Sheets 
tron tron | and Bare | Solder | Tin | Retina 
| 
} j 
| | | 











BE SURE TO HAVE CORRECT JOB NUMBER AND WEIGHT 


Mellish-Hayward Company Material Ticket. 


used on that particular job. Then, we also have time 
cards, copy of which we enclose, on which the work- 
man places his name, the date, job number, and time, 
together with the incidentals that enter into that job. 
On another ticket, namely, the material ticket, the 
material used on the job is listed. The foreman then 
takes the time and material cards and checks against 
his record on the job ticket before same is returned to 
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the office. In that way we get a better check on the 
time and material so that there is verv little chance of 
any incorrect entries being made. However, occa- 
sionally, an error does slip through, but we always 
watch this in the office and when a job looks out of 
proportion, as regards the time and material, it is 
carefully gone over again and rechecked to be sure 
that there is no mistake. 

Then, when the job is billed, it is marked with red 
pencil in the job book, with a large “B" and likewise 
on the job ticket. The cost is figured out and the 
price secured for the job is entered, also the percent- 
age of profit on the selling price is marked in the job 
book, and in this way we have the cost and profit on 
each individual job, whether it be large or small. 

In the case of large contracts, that are carried for 
some time and a large volume of miscellaneous ma- 
terial is used, we mark the job, in the book and on 
the ticket, as a “l‘older Job” and same is carried in 


a separate folder and a separate ticket is made for 


TIME CARD MELLISH-HAYWARD CO. 
Workman's Name 
oe seas a | en ane | 


Mellish-Hayward Company Time Card. 


the time and material, which is carried on until the 
completion of the job, but is not entered in the job 
book as there is not sufficient space for same. 

Under this system we have a record of everything 
that goes through our shop and by marking every job 
when it is billed, both in the book and on the ticket, 
nothing escapes, being billed when it is completed. 
This we find is a very efficient way of keeping our 
records of cost on our shop. 

Hoping that this information will be of service to 
your subscriber, we beg to remain, 

Metursu-HAywarp COMPANY, 
By W. W. Rockwood. 
“ee ; 
SALESMEN HAVE ANNUAL MEETING. 

Salesmen and other employes holding positions of 
responsibility with the J. M. & L. A. Osborn Com 
pany, sheet metal jobbers, of ¢ leveland, ()hio, held 
the annual meeting of their Harmony Club in that 
city January 8, 9 and 10, 1918 Instructive talks were 
made by C. A. Irwin and H. L.. McKenzie of the Can- 
ton Sheet Metal Company, and by department heads 
of the J. M. & L. A. Osborn Company. A judicious 
proportion of the entertainment, including a delight 
ful dinner in the French Room of the Hotel Winton, 
was offset against the strictly business aspects of the 


meeting. 
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MILWAUKEE SHEET METAL CONTRACTORS 
HAVE INTERESTING MEETING. 





An encouraging report was made by John Bogen- 
berger of the Fire Prevention Committee of the Mas- 
ter Sheet Metal Contractors’ Association of Milwau- 
kee at the regular monthly meeting ot that organiza- 
tion held January 9th, 1918. It was with much grati- 
fication that the members present learned that the 
lire Prevention Ordinance originating in and drafted 
by members of their association had been approved by 
the City Attorney, and, with the co-operation of the 
City Building Inspector and Fire Chief, will very 
likely be adopted by the Common Council of Milwau- 
kee. The treasurer’s report showed the association 
to be financially sound. A rising vote of thanks was 
given him for the faithful performance of his duties. 
A motion was then made and carried without a dis- 
senting voice to subscribe for one year to AMERICAN 
ARTISAN AND HaArpWARE Recorp and other trade 
journals, 

in view of the fact that all the officers of last year 
were re-nominated at the December, 1917, meeting, 
and of the further fact that there were no opposing 
candidates, it was moved and carried that the secre- 
tary cast a deciding vote for the various officers for 
the year 1918. This had the effect of electing the same 
officers for the current year, namely, 

President, JouN BoGENBERGER. 

Secretary, O. A. HorrMann. 

Treasurer, J. M. Hotwirz. 

An example of persistent, methodical preparatory 
work presents itself in the activities of the Local Con- 
vention Committee. The treasurer made a voluminous 
report of the work accomplished by him with regard 
to the soliciting of contributions toward defraying the 
extraordinary expenses incurred by the committee. 
The chairman reported the printing of fifty thousand 
stickers which are to be sent out to jobbers and manu- 
facturers to be used on their mailing matter for adver- 
tising the Convention of the National Association of 
the Sheet Metal Contractors, which is to be held in 
Milwaukee June 11, 12, 13 and 14, 1918. Various 
sub-committees reported substantial progress as to 


the business part of program. 
eo 


CANCELS STATE CONVENTION. 





At a meeting of the Board of Directors of the Mas- 
ter Sheet Metal Contractors’ Association of Wisconsin, 
held at the Builders and Traders Exchange, 456 Broad- 
way, Milwaukee, Wisconsin, it was decided to cancel 
the annual convention for the present year. This ac- 
tion was taken for the reason that the National Asso- 
ciation of Sheet Metal Contractors will convene in 
Milwaukee, June 11, 12, 13 and 14, 1918. The im- 
portance of making the National Convention an un- 
commonly big success was the deciding factor in bring- 
ing about the cancellation of the State Convention. It 
was the undivided opinion of the Board of Directors 
of the State Association that all the efforts of their 
organization should be concentrated upon the forth- 
coming meeting of the National Association of the 
Sheet Metal Contractors. 

The cancellation of the State Convention has the 
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effect, according to the Constitution and by-laws of the 
Master Sheet Metal Contractors Association of Wis- 
consin, of holding the present officers in power until 
next year. These offices are as follows: 

President, O. GEUSSENHAINER of Sheboygan. 

First Vice-President, E. B. TonNsEN. 

Second Vice-President, C. W. PaNnscu of Racine. 

Third Vice-President, G. G. Jones of Racine. 

Fourth Vice-President, F. W. Diepricu of Fond 
du Lac. 

Fifth Vice-President, Frep Drews of Madison. 

Secretary, P. L. Brersacu of Milwaukee. 

Treasurer, R. F. Jeske of Milwaukee. 

Sergeant-at-Arms, PauL Wotrr of Racine. 

The Secretary of the Master Sheet Metal Con- 
tractors Association of Wisconsin, Paul L. Biersach, 
was instructed by the Board of Directors to notify 
all local secretaries and members with regard to the 
cancellation of the State Convention and to urge that 
special action be taken with a view to a record break- 
ing attendance at the National Convention. 


—_—_-@-- — 


GETS PATENT FOR A SOLDER. 








John R. Kinder, Jr., Ladd, Illinois, has secured 
United States patent rights, under number 1,252,010, 
for a solder which is composed of 35.7 per cent lead, 
24.5 per cent pure zinc and 39.8 per cent tin. 


oes 





NOTES AND QUERIES. 


Lawn Sprinklers. 
From Grosse Pointe Hardware, Grosse Pointe Village, Mich 
igan. 
Kindly let us know who makes lawn sprinklers. 
Ans.—Enterprise Manufacturing Company of Penn- 
sylvania, Philadelphia; John McGowan Company, 52 
Central Avenue, Cincinnati, Ohio; H. B. Sherman 
Manufacturing Company, Battle Creek, Michigan; 
Crabili Hose Clamp Company, Battle Creek, Michigan. 
Cannon Stoves. : 
From The H. M. Lane Company, Trussed Concrete Build- 
ing, Detroit, Michigan. 
We should like to know who makes the old-fash- 


ioned cannon stoves for heating railroad stations, foun- 
dries, etc. 

Ans.—Cribben and Sexton Company, 680 North 
Sacramento Boulevard, Chicago; Co-Operative Foun- 
dry Company, Rochester, New York, and 505 South 
Clinton Street, Chicago ; and Danville Stove and Man- 
ufacturing Company, Danville, Pennsylvania, or W. D. 


Sager, 330 East North Water Street, Chicago. 
Garden Specialties. 
From Grosse Pointe Hardware, Grosse Pointe Village, Mich- 
igan. 
Can you advise us as to who makes garden rakes, 


sowers, weeders, etc. ? 

Ans.—Rakes: Ney Manufacturing Company, Can- 
ton, Ohio; Pater Manufacturing Company, Geneva, 
Ohio; and Union Fork and Hote Company, Colum- 
bus, Ohio. Sowers: Cyclone Seeder Company, 
Urbana, Indiana; Bacon Manufacturing Company, 
Pontiac, Michigan; and J. A. Everett, Indianapolis, 
Indiana. Weeders: Buffum Tool Company, South- 
side, Louisiana, Missouri; W. J. Clark Company, 
Salem, Ohio; Cleveland Lawn Weeder Company, 
Cleveland, Ohio; and C. S. Norcross and Sons, 
Bushnell, Illinois. 
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PATENTS. 
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1,251,559 


1,251,485. Sliding-Door Hanger. William J. Days, Dor 
chester, Mass. Filed Oct. 25, 1917. 

_ 1,251,559. Permutation-Lock. Homer F. Morse and 
Erne A. Morse, Fort Morgan, Colo., assignors to The Morse 


Door Lock Company, Fort Morgan, Colo. Filed Aug. 17, 


1916. 

1,251,622. Metal Rake-Tooth Tip. Thomas K. Barley, 
Sedalia, Mo. Filed May 12, 1917. 
_ 1,251,631. Door Latch and Lock.. Joseph Bransford, 
Fellows, Cal. Filed July 6, 1917. 

1,251,635. Automatic Damper Control. John S. Bren- 
nan, Milwaukee, Wis. Filed Mar. 6, 1917. 

1,251,693. Hinge Gage and Marking Tooi. George R. 


Pummill, Corsicana, Tex. Filed Apr. 25, 1916. 
1,251,694. Gun-Sight and Mounting Therefor. 

R. Randall, Waupaca, Wis. Filed June 5, 1916. 

* 1,251,773. Hinge. Monroe Guett, Hartford, Conn., as- 

signor to The Hart & Hegeman Manufacturing Company, 

Hartford, Conn. Filed Jan. 5, 1917. 


Myron 


1,251,778. Clothes-Line Fastener. Charles B. Humble, 
Erie, Pa. Filed Mar. 28, 1917. 

1,251,779. Door Construction. Carl Jokan Jackson, Su- 
perior, Wis. Filed May 26, 1917. 


1,251,781. Latch. 
or to George G. Bayne, Bushnell, II. 


Perry C. James, Macomb, IIl., assign- 
Filed Jan. 24, 1917. 


1,251,833. Door Opener and Closer. Fli S. Straub, Los 
Angeles, Cal. Filed Mar. 19, 1917. 

1,251,860. Pie-Pan Cover. Rosanna M. Burns, Mani 
towoc, Wis. Filed Oct. 23, 1914. 

1,251,861. Washboard-Holder. John T. Caldwell, Menan, 
Idaho. Filed Apr. 5, 1917. 


_ 1,251,870. Garbage-Can. Gottfried Denzer, Glendale, N. 
Y. Filed Mar. 16, 1917. 
1,251,916. Fireplace Heating System. 
Lakeville, Conn. Filed Aug. 17, 1916. 
1,251,929. Eaves-Trough Protector. 
Galesburg, Ill. Filed Aug. 8, 1916. 


Parsons, 


Joseph 


Emily A. Seacord, 


1,251,974. Mopping Appliance. Simeon C. Lawlor, Chi 
cago, Ill. Filed Mar. 25, 1914. 

1,251,984. Garbage-Can. Jozsef Losoncy, Reading, Pa., 
assignor of one-half to Louis Bedecs, Reading, Pa. Filed 
Mar. 22, 1917, 

_ 1,251,989. Doughnut-Lifter. tert C. Magoon, New 
Castle. N. H. Filed Jan. 6, 1916. 





1.251.560 








1,251,993. Washing-Machine Gearing. Steven Duich, 
Colfax, lowa., assignor of one-half to William Hughes, Col- 
fax, lowa. Filed Aug. 30, 1916. 

1,251,994. Artificial Bait. Charles Farmes, Minneapolis, 
Minn., assignor of one-half to Joseph M. Martin, Minneapo 
lis, Minn. Filed Sept. 4, 1917. 


1,252,003. Portable Doecr-Securing Device. William D. 


Hall, West Philadelphia, Pa., assignor of one-half to J. 
Ernest Bonichou. Filed Feb. 27, 1917. 


1,252,009. Micrometer-Caliper Thimble. Fernando Os 
car Jaques, Sr., Providence, R. 1., assignor to The Central 
Tool Company, Auburn, R. I. Filed Feb. 17, iv17 

1,252,031. Planer-Too! Holder. William S. 
Chicago, IIl., assignor to Armstrong Bros. Tool Co., 
Ill. Filed Dec. 26, 1916. 


Robinson, 
Chicago, 


1,252,040. Combination-Spring-Tool Holder Max 
Schonbrunn, New York, N. Y. Filed June 21, 1917. 

1,252,082. Cutting-Tool. Adam Bock, Brooklyn, N. Y 
Filed Feb. 6, 1917. 

1,252,087. Metal Window-Frame. Harry E. Campbell, 


New York, N. Y. Original application filed Nov. 14, 1916 
Divided and this application filed July 13, 1917. 

1,252,105. Crosscut-Saw Handle. Karl G 
Mullan, Idaho. Filed Mar. 6, 1917 


Gustafson 


1,252,151. Fly-Trap. Tetsushiro Nakamigawa, New 
York, N. Y. Filed Dec. 18, 1915. 

1,252,197. Cover-Holder and Stove-Lid Lifter Eewbert 
S. Thomas, Nevada City, Cal. Filed Apr. 18, 1916 

252,220. Dish-Drainer Emil Benson, Jasper, Minn 


1916. 


l, 
Filed July 27, 
1,252,240. Clothes-Line. James T. Clawson, Ivanhoe 


Minn. Filed Apr. 15, 1916. 5 
1,252,245. Metal Fence-Post. Richard L. Cushing, Tis 
kilwa, Ill. Filed Oct. 25, 1916. 


Clothes-Pin Robert C. Graham, Sr. 
Point Pleasant, N. J. Filed Sept. 20, 1916. 

1,252,511. Clothes-Wringer. Edgar Bb 
ington, D. C.; Sarah C. Stocking executrix ot 
Stocking, deceased. Filed Dec. 14, 1916 

1,252,367. Razor-Blade Sharpener. Clinton A. Scott and 
Alexander G. Hug, Chicavo, Ill, assignors, by mesne assign- 
ments, to National Manufacturing and Specialty Company, 
Chicago, Ill. Filed Nov. 9, 1914. 


1,252,262. Wire 


Sto king, Wash- 
aid Edgar B. 





an 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








MARKED IMPROVEMENTS ARE EXPECTED 
IN PRODUCTION OF STEEL. 


The drastic action of United States Fuel Adminis- 
trator Garfield, directing the curtailment in the con- 
sumption of fuel by ordering a five-day period of in- 
dustrial cessation is expected to result in the saving of 
30,000,000 tons of coal. This will, no doubt, go far 
toward relieving fuel stringency in the steel industry. 
More mills in the steel district were forced to close 
last week because of inadequate supplies of coal and 
raw materials. The shutdown is said to be the worst 
which the steel industry has ever known. Notwith- 
standing the increase in the number of mills under 
suspension, however, the general situation manifested 
a tendency toward improved production. 

An encouraging feature is disclosed in the unex- 
pectedly favorable report of the United States Steel 
Corporation, showing an increase of more than 400,- 
ooo tons in unfilled tonnage, and indicating an hitherto 
unsuspected volume of new bookings in December. 
The only plausible explanation which suggests itself 
is an augmented volume of government business. The 
Government has adopted a policy of secrecy with re- 
gard to orders placed for steel and other equipment, 
and, in consequence, the mills have not given out in- 
formation of new business placed with them by the 
authorities at Washington, D. C. 

Notification has been received by the steel com- 
panies from the Government to the effect that prac- 
tically the full capacity of steel bar mills equipped to 
roll sizes required in the manufacture of projectiles 
will be needed during the first six months of the pres- 
ent year. In round figures, this signifies that 3,000,000 
tons of steel bars will be required before July Ist. 
In addition, the United States Government is seeking 
to place orders for 50,000 tons of billets and 50,000 
tons of wire for the Allies. About half of the 3,000,- 
000 tonnage has already been allotted for the United 
States, and an equal tonnage, therefore, will be re- 
quired for the allied Governments. Since January 
First, a number of heavy allotments have been made 
for export. 

Production has been greatly restricted of late be- 
cause of an insufficiency of transportation, although no 
great scarcity of material has been developed. Confi- 
dence is generally expressed in the ability of the Gov- 
ernment to overcome transportation difficulties through 
unified operation. The natural result will be greatly 
increased production; and then the market should 
soften rather than otherwise. The argument that 
prices should be advanced in order to stimulate pro- 
duction finds no favor whatever in Washington. Bet- 
ter transportation, more uniform supplies of raw ma- 
terials, and increased distribution of coal to the mills 





are certain to have a steady effect upon steel produc- 
tion and to offset the persistent rumors of general up- 
ward revision of prices. 

Much of the satisfaction in evidence in the steel 
trade at the conclusion of the price fixing program has 
vanished. The efforts being put forth at Washington 
to bring about the integration of the steel industry are 
said to be not quite as pleasing to the trade as they 
might be. If the pooling agreement is ever consum- 
mated, there is reason to believe that it will never be 


abrogated. 


STEEL. 


Reports circulated this week to the effect that cur- 
rent production of steel was running at 50 per cent of 
capacity were not believed in the trade. Individual 
producers are running at low rates, but as a whole the 
trade is producing at not under 7o per cent of capacity. 
Marked improvements have been made in the car situa- 


, tion in the Pennsylvania fields, and with a break in the 


weather, something approaching normal conditions 
may be soon expected. Commercial buyers of steel 
continue to be handicapped by priority of government 
orders. The fact that a commercial buyer of steel has 
had his steel completed by the mill holding his con- 
tract is no warrant for believing that he will get it 
before the war is over. There is not a sufficiently wide 
margin between agreed prices and officially determined 
prices to allow for much variation in the market from 
the commercial point of view, especially when the 
priority of government orders is taken into considera- 
tion. 


COPPER. 

No special features are revealed in the copper mar- 
ket for the reason that the price of 23c is to be con- 
tinued for two months more. Affairs are moving 
along quietly without the speculative impetus which 
ruled the dealings before the days of government con- 
trol. There is no need for consumers to contract for 
supplies. If they need copper to fill government or- 
ders, they will receive it from the producers in all 
circumstances. On the other hand, if they require 
the metal for non-essential industries, they will be 
compelled to rest satisfied with whatever allotments 
the producers can spare them after priority needs have 
been filled. Consequently, the mere fact of signing 
contracts has no influence in securing better service. 

Trading in standard copper on the New York Metal 
Exchange has been discontinued and dealers positively 
refuse to name prices. A rumor has gained some cur- 
rency in Wall Street to the effect that the Government 
may raise the price of copper from 23%c to 25c¢ 4 
pound. The basis for this rumor is the argument of 
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the small producers that they cannot afford to sell at 
the price of 23'%4c which the Government is willing to 
pay during the next four months. Larger producers 
are satisfied with the Government price, although they 
admit that production may be very slightly curtailed 
at this price and might be expanded at the higher 
figure of 25c. 


. TIN. 

No improvement is discernible in the market, and 
spot tin is as scarce as ever. The only stock expected 
during the month is Banca Tin, scheduled to arrive by 
the end of the month, the greater part of which is al- 
ready sold around 80c a pound. Chinese Tin to come 
overland from the San Francisco, is quoted at 70 to 
72c. There is a good general inquiry for all grades to 
arrive, some of which are previous inquiries on which 
buyers have not acted. The country has been scoured 
for tin scrap or old metal containing tin, and this has 
probably helped out firms requiring tin for mixing with 


lead. 


LEAD. 

The market has been considerably strengthened by 
the advance in the leading producer's price of lead to 
63%4c New York and 6.42% East St. Louis. Although 
buyers were bidding 67¢c for it, there was little spot 
metal in the market. Late January deliveries were 
East St. Louis spot and January 
Some of the producers 


held at 634 to 7c. 
were quoted at 654 to 634¢. 
have received notification from the Council of National 
Defense that they must load pig lead not to the marked 
capacity of the cars, but to loading limit, which will 
vary from 10 to 15 per cent over the marked capacity. 
They are asking their customers who have purchased 
car lots to authorize the shipment of the additional 
quantity. In view of these conditions, it seems a mat- 
ter of fairness to both buyer and seller that the addi- 
tional quantity should be billed at the price ruling on 
the date of shipment. Chicago warehouses have raised 
their prices 25 cents per 100 pounds, American lig 
being now quoted at $7.50 and Base at $8.00. 


SOLDER. 
Prices remain unchanged as follows: XXX Guar- 
anteed, 44 & Y%, 48 cents; Commercial, % & 14, 46 
cents; Number 1 Plumbers, 44. 


SHEETS. 

Government prices are still the determining factor 
within certain limits. The bi-monthly wage settlement 
at Youngstown, Ohio, last Saturday, showed average 
prices realized on shipments during November and De- 
cember to have been 5.50c per sheets. The wage scale 
calls for base rates to be paid on the sheet and job- 
bing bill scales when 26, 27 and 28 gauge sheets bring 
2.15¢ with 11% per cent advance to be paid for each 
3¢ per hundred pounds advance. The market on black 
Sheets reached its maximum last June when it was 
quotable at 8.00c to 9.00c. Thereafter it held fairly 
Steady until September. The first five days of Novem- 
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ber it dropped sharply. The highest price tonnage 
sold was for quite early deliveries, and the market was 
high because there were scarcely any offerings. Today, 
however, there is little fluctuation above the price fixed 
by the Government. Black sheets 28 gauge are quoted 
at 5.00c, galvanized 28 gauge, 6.25c; blue annealed, 10 
gauge, 4.25c; galvanized corrugated, 6.30c per pound. 
These are the maximum sheet prices. 


SPELTER. 

The recent blizzard caused a complete suspension of 
work in the Joplin district. The car situation there 
has not improved, and much difficulty is experienced 
in moving ore in the smelters. Prices range from $50 
to $70 for zine blende with a majority of the sales on 
a $55 basis. Business in spelter continues dull to the 
point of stagnation, and such purchases as consumers 
are making are, to a large extent, against government 
work. Spelter prices at St. Louis continue quiet at 
7.05 to 7.75¢. 


WARM AIR REGISTERS. 

Japan, bronzed and plated warm air registers are 
now quoted at 50 per cent off list, and baseboard also 
at 50 per cent off list. This is a decline of 10 per cent, 
and is generally prevalent throughout the country. 
Japan, bronzed and plated Register laces, 4x6 to 14x 
14 are quoted at 50 per cent off list, and 14x14 to 
38x42 at 70 per cent off list. This also is a decline of 
10 per cent. It is not expected, however, that these 
reductions will long remain in force. 


OLD METALS. 


Prices for non-ferrous metals in the Chicago mar- 
ket are as follows per pound: Light copper, 18% 


cents; light brass, 11 cents; lead, 4'4 cents; zine, 5 


cents: cast aluminum, 20 cents. 


PIG IRON. 


In the Chicago district, production of pig iron has 
been only 30 to 40 per cent of normal. In general, 
business in the pig iron market continues quict as the 
result of the recommendation by the War Industries 
Board that all sales calling for delivery beyond April 
ist be made subject to any change in the government 
price schedule at time of shipment. In consequence 
of this recommendation, and owing to the fact that 
they are in all cases sold up to July ist, the furnaces 
are in no position to make sales at definite figures. In 
asmuch as they consider any other method of doing 
business as undesirable, they are not booking any 
orders. 

The week in pig iron was dominated by the acute 
scarcity of all grades of iron for delivery up to the 
second quarter, Consumers are apparently resigned 
to the fact that there will not be enough of pig iron 
during the first half of the year to satisfy all require 
ments, while furnaces say that the situation is beyond 
their control and that, therefore, the relief must come 
from the Government. They are unwilling to make 
contracts which may be revised downward to prices 


below cost. 
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Current Hardware and Metal Prices. 
AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 










LEAD. 
METALS. Sa 
American Pig...e.-.s+++ssee0 .? 50! Boring Machine 
GEE... coccccccccceccees coccce OO Irwin's. 
a | Sheet. Carpenter's Nut. 
Pull coils...... 100 lbs. $9 59 
PIG IRON. Cut coils........ Per 100 Ibs. 9 75| Hollow. 
eccescccccccccocs 3 00 Bonney’s. 
orthern Fdy., No. 2... o33 00 TIN. Stearns, No. 3 
Southern Fdy., N RE rpeere Nominal 
Lake Su oe cf Je | aero = 
Malleable.. ecectocee 33 50 Post Hole. 
Digwell, 8-inch 
FIRST QUALITY BRIGHT HARDWARE. 
TIN PLATES. 
Per Box =e Ship. 
__ —_———— ADZES. 
Ix ‘ +20 55 arpemters’, Snell's 
she **33 90 Plambe. jinsasaenceddanenssaneee 
..25 40| 00pers’. 
.-35 20 Barton's. g06seee+e counsocceslay Brad. 
a oe Ditesescesesesnsececeeuen No. 3 Handled 


Cokes, 180 Ibs...... . 2028 $22 30| “39% Pereusstow—per 1,000, 

, 200 Ibs... .... 20x28 @ 3 | B.L., Waterproof, 1-10s...... 32% 
Cokes, 214lbe....... IO 20n7B 22 90| Be Doc ccccccccesececccesece 32% 
Cokes, 270 Ibs....... IX 20x28 24 50 Musket...... Ccccececececere 32% 

| shells, Loaded — 
BLUE ANNEALED Loaded with Black Powder..... 32% 
; SaneTs Loaded with Smokeless Powder, i 
PC etesidandan” per 100 Ibs. $5 45 medium grades.............. 32% 
Pattee -per 100lbs. 5 50, Loaded we Seecbatens Powder, 
i Dies senteccnne per 100 lbs. 5 55) high grade...... oéneee occcede 
GH +--per 100 Ibs. 5 65) 
| Ninchester: | 
Smokeless Repeater Grade..... 32% | 
ONE PASS COLD ROLLED BLACK| Smokeless Leader Grade....... 2% | 
No. 18-20.......... per 100 Ibs. $6 25 Black Powder. ....ccccecee 000 32%) 
ao ss. Seucecees per = a ¢ 4 |0.M.C. 
lo BOccccccccecece per » 63 
No. 270.2.22122121 Lper 100 Ibs 6 40, BaEEnTmrcevoncosnscescnsealy 
O. 2B... eee0e06---per 100 Ibs. 6 45) New Clab......-.-...ccec0ss . 232% | 






GALVANIZED 
No, 16.........+--per 100 Ibs.$ 6 95 
Coes BOSD. .cccccces per 100lbs. 7 10 
No, 22-24..........per 100lbs. 7 25 
ree per100lbs. 7 40 
ere per100lbs. 7 50 
8 eee -per 100lbs. 7 70 
Pes cocesesdeal per 100lbs. 8 20 


Pb Rtcecccwcases per 1001bs. $9 80 
ee per 100lbs. 9 85 
Pe cdesersetes per 100lbs. 9 90 
3 rrr per 1001bs. 10 00 


SMOOTH SHEET STEEL. 


Per 100 lbs. 

Wood's Smooth No. 20........ $9 25 
+4 No 22-24...... 9 30 
e “ No 25-26 ...... 9 35 

+ " SS ee .- 940 


- No, 28......... 9 50 


PATENT PLANISHED SHEET 
IRON. 


Patent Planished Sheet Iron, 
100 Ibs., base No. 28..... - $12 75 





SOLDER. 
XXX Guaranteed § & 3. “Der Ib. 48c 
Commercial § & $...... e 46c 


No. 1 Plumbers... ..... “* 44c 


SPELTER 
[m Slabs.......cceeeseececeees BC 


SHEET ZINC. 

Camp tete..ccrcccccccccee -+++$22 00 
Less than Cask lots. .§22 50 to $23 00 
COPPER. 
Copper sheet, base ....... .....314c 








‘allroad. 








Ee 


AMMONITION. 





Cun Wads—per 1000 


Winchester 7-8 gauge......... $2 25) 
sii 9-10 gauge........ 1 94) 
- 11-28 gauge....... 1 63) 
Powder. Each | 
DuPont's Sporting, bess ia hal 11 25) 
kegs.... 5§ 90 
” ” kegs... 3 10 
DuPont's Canisters, >. er 56 
= io ney 32 
ci i) cal 22 
” Smokeless oo . 43 50 
- kegs..... 22 00 
= ” -kegs... 11 25 
= ” -kegs... 5 75 
” sand canisters 1 00 
L.&R. Gonsge. Extra Sporting 
cela keaghnennees 10 25 
L.& R. eit Extra Sporting 
— Pe ee 5 40 


L.&R. a. Extra Sporting 


EN os nede-n00. 06 56 


L. & R. Orange, Extra Sporting 


4-lb. canisters ......... 32 


L. & R. Orange, Extra Sporting 


4-Ib. canisters......... 22 
Hercules ‘‘E. C.” and “Infallible’’ 

OS eee 43 50 
Hercules‘ E. C.,°° kegs........ 22 0c 
Hercules “‘E. C.,"" 4-kegs....... 11 25 


Hercules ‘“‘Infallible,"* 25 can 
drums 


eee ee 





eee eee eee eee eneee 


Hercules “E.C.,"" }-kegs....... 5 75 | 


Hercules “E.C.”" and * ““Infallible** 
ae 1 00 
Hercules W. A. .30Cal. Rifle, 


canisters Rkdhads mare 1 25 | 


eee ee 


Besetien Unigue Rifle, canisters 1 50 
Hercules Bullseye Revolver, 
canisters. 


ANVILS. 

Trenton, 70 to 80 lbs...... sic per lb. 
Trenton, 81 to 150 lbs...... 94c per lb. 
ASBESTOS. 

Board and Paper, up to ve" ve”. .17cper Ib. 

.-18c perlb. 











Pounds 
Per 1,000. 








Iwan’s Post Hole and Well.. 
Vaughan’'s, 4 to9-in...per doz. 


Ford's, with or without screw.. 


No. 1050 Handled.... 
Shouldered, assorted 1 to 4, 


Peg. 
Shouldered 
Patent 


Scratch. 


No. 1 handled pe 
No. IS, socket han’ld. ‘ 
No. 7 Stanley . 


G Boy's Handled. 
Niagara. . 


| Broad. 
Plumbs, West, Pat 


. Pat $53 
nelle s (handled), 3 


Single Bitted (without handles). 
Warren Silver Steel 
Warren Blue Finished 
Matchless Red Pole 


28s | Double Bitted (without handles). 
wae s Natl. Blue, 34 y 43 


The above prices on axes of 3 to 4 Ibs. 
are the base prices. 

34 to 44 Ibs. advance 25c. 

4 to5 Ibs. advance 50c. 

44 to 54 lbs. advance 75c. 


BAGS, PAPER NAIL. 


Pinck or Wedge Point, per cwt.. $8 00 


Clothes. 


Small Willow. ee 
Medium * }= 


Large 


alvanized Steel. 
ter doz 


eee ewe eee eneeee 


errr ee eee eee 


50 
Mo Heavy hotel t tinned. ° 


"3. inch Nickeled Rotary Bell, 
Bronzed b 


ee ee 


ow Departure Automatic. . 


3 -in. Old Copper Bell 
-in. Old Copper Bell, aay. 

3 -in. Nickeled Steel Bell. 

34-in. Nickeled Steel Bell. 


SSS eae 


eee eee ween eetoe 





50 75 
300 400 5 50 


Stastey’ s, rosewood handle, new 


BINDING, OILCLOTH. 


i 60 
Er Ps err” 40&10 
60&10% 


Jenning’ s Pattern 
Ford’ s Car and Machine 
Russell Jenning’ - 
Clark" s Ex ansiv 
Small ‘list, $22 00. .25 
* $26 00. .25 
ae adiere onan 35&10 lo 


Ship Auger pattern 


eee ewe eee eee eee eeeeee 


eee eee eee eee eee eee) 


No. 3 Wheeler’ e. 


American Snailhead.. 


16 20 
"$3 00 6 50 7 50 9°00 


Russell Jennings. 


wee eee eee eee em 
eeee 


Standard Double Cut. 


German Pattern per doz. $0 pe 


mNN 
=) 


American Octagon... 








No. 1 Triumph.....- 


Per doz. 


Wire...$ 1 16 
° ‘3 


8 9 10 12 
Per doz. .$8 00 900 1000 1275 


Se beenensdenns Per doz. 15 00 


Shurch and School, steel alloys. . .30% 





100 


oar Gus $1 = 

























